USINESS is 
4 better. We 
3 B believe it 
willcontinue 
to improve— 
slowly but 
surely. The Feed Bag 
predicts that all who 
work hard and _ intell- 
igently during 1931 will 
enjoy a truly Happy and 
Prosperous New Year. 
Our best wishes are 
with the industry —- re- 
tailers, wholesalers and 
manufacturers. 
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QUALITY 
ALWAYS WINS 
IN THE END! 


OU have a local reputation to protect. We 
have the obligation to help you do it. 


47 years of milling and manufacturing feeds with 
Quality should give any firm a keen sense of Re- 
sponsibility. 47 years—a complete line of 
balanced rations introduced—and not a single 


failuree—-NOT ONE! 


Dairymen and poultrymen yield their loyalty .. . 
and DOLLARS. . . . tothe dealer who can supply 
uniformly and dependably profitable rations. 


Perhaps that is why so many dealers believe the 
WISCONSIN LINE adds to their local standing 


and prestige as feed merchants. 


Cover all your requirements from one source of supply by ordering in mixed car- 
lots from this complete line of dependable dairy and poultry feeds. A\ll in de- 
mand. All backed by Northern's unconditional Guarantee and service that beats 
par! Write today for all details of our dealer proposition. The only obligation 


is the one you owe yourself. 


The 


WISCONSIN CINE 
DAIRY FEED 


MANUFACTURE 


NORTHERN, 


ManuFACTURED BY 
NORTHERN MILLING CO- 
wausau, wis. 


ManuracTuRED BY 
NORTHERN MILLING CO: 


wausau, W's: 


AU, 


NORTHERN MILLING COMPANY 
WAUSAU, WISCONSIN 
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Make More Money 
| with 
Milolasses Feeds 


increasing demand 


The 
Strong-Scott Unit Molasses Mixer 


It will give you 6,000 pounds of feed per 
ee with only 10 H.P. No molasses 
avis. 


The dependable mixer. Positive molasses 
regulation. Ground feeds fed with a re- 
liable feeder, part of the unit. 


Gives a UNIFORM, fresh looking, fast 
selling feed. 


Operates with warm or cold molasses. 


Equipment assembled in one compact 
unit. 


Get the facts. Write for full information. 


W. C. Stephan, Representative 
Box 85, Eau Claire, Wis. 


Everything Jor Every Mill and Elevator 
The Strong-Scott Mfg Co. 


Minneapolis Minn. Great Falls Mont. 


In Canada: The Strong-Scott MigG.Lid Winnipeg \ Qe 


Profit bythe steady, 
for high quality 


Molasses feeds by 
installing 


Molasses Regulator 
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Why FEED DEALERS 


HENEVER an Allied Mills 

meeting is held, dealers and 
feeders come from miles around 
to get information on problems 
of feeding, service and manage- 
ment. 


The reason is simple. On the 
Service Staff of Allied Mills, Inc. 
are men of notable achievement 
in the feeding industry—authori- 
ties on nutrition who know what 
to feed—how to feed— what 
equipment to use—and how to 
care for farm animals. 


The broad experience and knowl- 
edge of this Service Staff is yours 
to profit from—-whether or not 
you are able to attend Allied 
Mills meetings in the various 
communities where 
they are held— 
whether you are 
located near our 
service headquart- 


Prof. A. G. Philips 
Graduated from Kansas 
State Agricultural Col- 
lege. Headed Poultry De- 
partment at Purdue Uni- 
versity for 16 years. 


Travel Many Miles 


to Attend 


ALLIE 
MILLS 


Meetings? 


Prof. W. B. Krueck 


Graduate of University of 
Wisconsin. Taught Ani- 
mal Husbandry and did 
extension work 4 years at 
Purdue University. 


Prof. P. G. Riley 
Graduated from Purdue 
University. Served in all 
branches of Poultry Ex- 
tension Work in Indiana. 


Jos. H. Bodwell 


A graduate of the Univer- 
sity of Maine. Served 10 
years as County Agricul- 
tural Agent in Maine and 
Massachusetts. 


Prof. John M. Evwvard 


On Univ. of Wisconsin 
faculty 3 years. Twenty 
years at Iowa State Col- 
lege and at Iowa Agricu- 
tural Experiment Station. 


Prof. H. D. Munroe 


A graduate of Connecti- 
cut Agricultural College. 
Headed Poultry Exten- 
sion Dept. at Penn State 
College. 


Prof. John E. Ivey 


Graduated from N. Caro- 
lina State College. Head- 
ed Poultry Department at 
Alabama Polytechnic In- 
stitute. 


ers Or across the continent. 


When any of your feeders has a 
feeding problem, the Allied Mills 
Service Staff is ready to help 
you. When you handle Wayne 
Feeds—for dairy cows, beef cat- 
tle, calves, hogs, horses or 
poultry—you can be sure you 
are selling feeds that are formu- 
lated in accordance 
with the best scien- 
tific knowledge and 
milled by the most 
improved methods. 


And always—Honest Feeds at 
Honest Prices! 


Mail the coupon for booklets on 
Wayne Feeds and our dealer plan. 


ALLIED MILLS., INC. 


Service Dept. A-I Fort Wayne, Ind. 


Mills at Buffalo, N.Y., Fort Wayne, Ind. 
Peoria, Ill., East St. Louis, III. 
Owensboro, Ky., Omaha, Nebr. 


Service Deprt., A-], 
Mitts, INnc., 
Fort Wayne, Inp. 


Please tell me about your dealer plan and send 


| free booklets on the Wayne Feeds marked below, 
i Poultry Feed Calf Meal 

1 O Dairy Feed O Cattle Fattener 
Hog Feed O Horse Feed 

Name 

j Address 
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. years for the » » » » 


Not just another year 
but the first of many 
bigger and better 


Mixed Feed 
Industry » » 


« « « See the special Arcady News section 
in this issue of The Feed Bag 


RCADY FARMS MILLING CO. 


» » » Chicago, Illinois » Kansas City, Missouri 
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Federation Prepared for Meeting 
At Syracuse, February 19, 20 


Speakers Will Discuss Vital Problems of Feed Trade 
Big Banquet Is Scheduled for Evening of Opening Day 


HE annual mid-winter meeting of 

the Eastern Federation of Feed 

Merchants is going to be a busi- 
ness clinic where trade specialists will 
analyze the feed business and prescribe 
methods for its improvement. The con- 
vention will be held in the Hotel On- 
ondaga, Syracuse, N. Y., February 19 
and 20. 

Using the slogan, “Be a Business 
Booster,” the federation members are 
making a thorough canvass of the east- 
ern states to bring together as many 
of the retail feed men as it is possible 
to crowd within the hotel. Each county 
has been assigned to a district chairman 
and he has selected his lieutenants from 
among the merchants without regard to 
their membership in the federation. 


Attorney Will Speak 

“We want every wide-awake dealer 
present at this meeting,” said President 
Fred M. McIntyre. “Since it is im- 
possible to invite them personally, I 
desire to do so through The Feed Bag.” 

Attorney Campbell, who so success- 
fully represented the federation in its 
hearings before the federal farm board 
last year, has been added to the list of 
speakers and is sure to bring a mes- 
sage of interest. For several months 
he has been engaged in making a sur- 
vey of the state and federal agricul- 
tural laws and he will have some defi- 
nite recommendations to offer. 

It has been found that many of the 
laws are of little or no value to the 
farmers they are supposed to serve and 
at the same time permit abuses that are 
harmful to established merchants. Fred 
M. McIntyre, who has been working 
with Mr. Campbell in his investigation, 
is preparing to present some humorous 
and pertinent facts regarding the pres- 
ent laws. 

J. E. Sams, general manager, Blatch- 
ford Calf Meal Co., will start the con- 
vention off with a talk on “Boosting 
Business” in which he will discuss sit- 
uations he found when he recently vis- 
ited the East. 

Judge Roscoe C. Harper, Sherburne, 
N. Y., farmer, and foe of the present 


methods of the federal farm board, will 
speak on “The Government in Busi- 
ness.” Judge Harper spoke at the last 
mid-winter meeting and there has been 
a demand for his reappearance. 

David K. Steenbergh, editor of The 


J. C. GROSCH has taken over the 
Milverton, Ont., milling plant and has 
resumed its operation after a consider- 
able period in which the production of 
feeds has been suspended. 


GEORGE H. WINDSOR, for the 
past 20 years traveling representative 
of the Harvey Bros. Milling Co., Exe- 
ter, Ont., died recently in his home 
there. He continued on the road until 
shortly before his death. 


Mutual Millers to Meet 
January 15 and 16 


Plans are completed for the annual 
midwinter mecting of the Mutual Mill- 
ers and Feed Dealers association which 
will be held at the Hotel Buffalo, Buf- 
falo, N. Y., January 15 and 16. An un- 
usually large attendance is anticipated. 

Fellowing the call to order the vis- 
itors will be welcomed to the city by 
Elmer J. Beach, assistant secretary, Buf- 
falo Chamber of Commerce. A _ busi- 
ness session including discussions on 
pertinent trade topics will then be 
held. Concluding the program for the 
first day of the meeting will be a talk 
on “State and Federal Agricultural 
Laws”, by Fred M. McIntyre, president 
Eastern Federation of Feed Merchants. 
Mr. McIntyre has spoken before several 
organizations on this subject and has 
much valuable information to impart to 
the dealers. 

The session on the following morning 
will open with a talk on “The Flour 
Industry of Buffalo”, by P. D. Fahne- 
stock, eastern representative of The 
Feed Bag. C. C. Folts, secretary of 
the association, urges all dealers to at- 
tend the meeting and requests them to 
make reservations without delay. 
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Feed Bag, will open the “business clin- 
ic’ with a discussion of trade condi- 
tions in yarious parts of the country. 
He has been in close touch with the 
experiments of strictly cash selling and 
many other phases of the feed trade. 

During the clinic prominent members 
of the feed business will speak on sub- 
jects in which they have had particular 
experience and will lead a general dis- 
cussion. It is intended to take up each 
major problem separately and, after 
thorough discussion, to draft some re- 
commendations for improving the sit- 
uation. 

At the conclusion of the “clinic”, 
President McIntyre will present all of 
the recommendations for action by the 
federation members. 

Big Banquet Planned 

Headquarters for the convention will 
be maintained at the Hotel Onondaga 
and all of the meetings held there. The 
entire mezzanine floor will be devoted 
to convention activities. Frank T. Ben- 
jamin, treasurer, has made the prelim- 
inary arrangements for the reception of 
visitors. Cooperating with him are the 
chamber of commerce, and the hotel 
convention personnel. He is also ap- 
pointing several local feed men to serve 
on a reception committee during the ses- 
sions. A banquet will be held in the 
ballroom on the evening of the 19th. 
Several talks will be followed by a pro- 
gram of entertainment. 

Syracuse is centrally located so that 
it is easily reached by trains, bus or 
motor. The roads are kept clear of 
snow throughout the winter. The Ho- 
tel Onondaga is centrally located in the 
business section of Syracuse and is near 
the railroad stations, bus terminals and 
garages. 

The committee in charge of arrange- 
ments desires to have all feed merchants 
who expect to attend register before 
February 15. This will assist in com- 
pleting the programs, banquet arrange- 
ments and purchase of supplies. Reser- 
vations should be sent to Secretary W. 
A. Stannard, 48 State street, Albany, 
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GUS NIETMANN, Sullivan, Wis., 
was confined to his home for several 
weeks because of illness, but he has 
fully recovered and is back at his office 
again. 


C. J. LA FLEUR, Kasco Mills, Wav- 
erly, N. Y., recently spent a week end 
duck hunting at Chesapeake bay. The 
first day his party bagged 147 wild 
ducks and 16 wild geese in two and a 
half hours. The following day they 
bagged 138 ducks. There were ten in 
the party and they dined on oysters 
which they dug out of the bay. In ad- 
dition they enjoyed wild terrapin pie, 
wild geese, duck and rabbit. Mr. La- 
Fleur was host to many duck and geese 
dinners at his home upon his return. 


Changes in Shipping Rates 


Postponed 


WO examiners of the interstate 

commerce commission were 

present at a meeting of the com- 
mittee representing the feed industry, 
held at Chicago, December 15, to con- 
sider further action in obtaining a re- 
hearing in the western grain case de- 
cision as it affects shipping rates. Traffic 
men and railroad executives also at- 
tended. Presence of the two men gave 
new hope that the commission would re- 
consider its recent denial for a rehear- 
ing and grant the industry an oppor- 


“A year ago in September the mixer was 
installed. It has run practically six 
hours a day every day since and most of 
the time for the last eight or nine months 


all day long. 


“‘We have not a single regret and if we 
were to buy another mixer tomorrow 
would certainly buy a Munson mixer.”’ 


Before buying your mixer, why not 
send for full information and details 
about the Superior, as this Colorado 
miller did. Then you will know why 
it is the mixer of “no regrets.” 


Remember the Superior never suf- 
fers by comparison. 


Munson Mill Machinery Company 


Established 1825 


Utica, N. Y. 


Representatives all over the United States 
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to April 1 


tunity to present its case. 

The date on which the new rates are 
to go into effect has been postponed 
to April 1 by order of the commission. 
Originally the effective date was set 
for October 1, 1930, and later shifted 
to January 1, 1931. 

The fact that the commission granted 
a tentative hearing to the feed men at 
the Chicago meeting is considered as a 
good sign by members of the industry. 
Some modification is expected to be 
made before the new rulings go into 
effect on April 1, and a general hear- 
ing before the commission is antici- 
pated. 

The feed industry has protested the 
western grain case decision since it was 
first announced. Particular objection is 
advanced to the ruling which denies 
the feed industry the privilege of tran- 
sits. A formal petition for a rehear- 
ing of the case was denied by the com- 
mission in a recent order. Since that 
time the effective date on which the 
revised rates are to go into effect has 
been shifted to April 1, 1951. The post- 
ponement order follows: 

“Rate structure investigation.—Grain 
and grain products within the western 
district and for export: It appearing 
that the carriers, respondents to the 
above ‘entitled proceedings are physical- 
ly unable to comply with the order en- 
tered therein on July 1, 1930, the ef- 
fective date of the said order is hereby 
extended from January 1, 1931 to April 
1, 1931, in confident expectation that 
ways will be found to comply with the 
order by that date.” 


Eight Janesville Dealers 
Agree on Cash Plan 


Eight firms agreed to join a coopera- 
tive cash basis movement to be spon- 
sored by the Retail Feed Dealers As- 
sociation of Janesville & Vicinity at a 
meeting held at the Monterey hotel, 
Janesville, December 23. Credit prob- 
lems and other trade topics were dis- 
cussed in round table fashion. Thirty- 
three dealers were present, including 
Walter Uebele, Burlington, president of 
the Central Retail Feed association. 

Another meeting will be held some- 
time this month, at which the cash basis 
movement will be discussed further and 
more firms are expected to join the 
movement. The eight firms which have 
already subscribed to the plan are A. 
H. Lois Feed Co., Bassett; Andrews- 
Lami & Co., Sharon; Rockdale Flour 
Mills, Rockdale; Ladish-Stoppenbach 
Co., Milton Junction; Krause Bros., 
Beloit; Associated Farmers Co., Clin- 
ton; Sunshine Feed Store, Janesville; 
and Graham Feed & Seed Co., Janes- 
ville. 


LAKE MILLS FEED CO., Lake 
Mills, Wis., has purchased the feed mill 
and property of Mills & Black. 
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Central Associaton 
Concludes Record 
Year of Cooperative 
Achievements 


By David K. Steenbergh 


ESPITE business conditions 

which have been generally con- 

sidered unfavorable, the Central 
Retail Feed association has made con- 
siderable progress in expanding its 
membership and its service to members 
and the feed industry during the lat- 
ter half of 1930. The association’s year 
extends from June 1 to May 31 and 
last year’s activities were reviewed in 
an annual report presented at the as- 
sociation’s convention held in Milwau- 
kee, June 3 and 4, 1930. This report 
will only consider activities since the 
convention. 

The executive committee, in which 
government of the association is vested 
between conventions, has held five meet- 
ings since the last annual meeting. Four 


of these meetings were held at Milwau- ' 


kee on June 17, July 21, August 18 
and December 15. The fifth meeting 
was held in Chicago, at the time of 
the annual convention of the Grain & 
Feed Dealers National association, on 
October 13. 

Affiliated Clubs Organized 

The principal work of the associa- 
tion the past few months has been the 
organization of an affiliated association 
in Minnesota and the reorganization of 
several local units in Wisconsin on a 
permanent basis. The affiliated organi- 
zation in Minnesota is known as the 
Minnesota Feed Dealers association 
and has had several successful meet- 
ings which, in each case, were attended 
by one or more officers of the Central 
Retail Feed association. Organization 
work was sponsored by Walter G. 
Haertel, Minneapolis, vice-president of 
the Central Retail Feed association. Of- 
ficers of the Minnesota Feed Dealers 
association include W. A. Maney, 
Maney Brothers Mill & Elevator Co., 
Minneapolis, president; E. J. Houle, 
Forest Lake elevator, Forest Lake, vice 
president; H. L. Brings, Brings & Co., 
‘St. Paul, secretary, and a board of 10 
directors. 

Three affiliated district clubs have 
been organized on a permanent basis 
in Wisconsin. The New Richmond 
District Dealers club is the oldest and 
has held regular meetings throughout 
the year at New Richmond, Menomo- 
nie and Amery. Its officers are Joe 
Huenink, Equity Produce Co., Baldwin, 
president and John Vrieze, Woodville 
Elevator Co., Woodville, secretary. 

The New Richmond District Dealers 
club sponsored the organization of a 


neighboring affiliated club at Eau Claire, 
Wis. This club has had three meet- 
ings and plans a fourth about the mid- 
dle of January. It is known as the 
Eau Claire District Dealers club, with 
S. E. St. John, Red Front Flour & 
Feed Co., Eau Claire, president, and 
R. J. Kain, Kain-Lampert Lumber Co., 
Augusta, secretary. 
Cash Basis Sponsored 

The Burlington District Dealers 
club is the third permanently organized 
local unit. It has held about six meet- 
ings and has sponsored a movement 
which placed eight dealers in the dis- 
trict on a strictly cash basis, effective 
January 1. Officers of this club, which 
meets in the home city of the associa- 
tion’s president, Walter F. Uebele, Bur- 
lington Feed Co., Burlington, Wis., are 
James H. Vint, Farmers Cooperative 
Elevator Co., Union Grove, president, 
and Al Lois, A. H. Lois Feed Co., Bas- 
sett, secretary. 

Before the 1931 convention, it is 
hoped to organize permanent district 
clubs at the following cities where the 
Central Retail Feed association has al- 
ready sponsored many local meetings: 
Wausau, Green Bay, Sparta, Wiscon- 


sin Rapids, Oshkosh, Plymouth, Beaver © 


Dam, Portage and Fennimore. The 
Janesville district is served by the Feed 
Dealers Association of Janesville and 
Vicinity, which is not affiliated with 
the Central Retail Feed association, but 
which includes many member dealers. 

All the affiliated clubs of the Cen- 
tral Retail Feed association are work- 
ing closely with the association’s of- 
ficers but few rules or regulations for 
government of affiliated clubs have yet 
been passed by the executive committee. 
A subsidiary constitution and set of by- 
laws for government of affiliated clubs 
is now being prepared by a committee 
including J. A. Becker, Wm. A. Becker 
Co., Monroe,Wis.; W. N. Knauf, Knauf 
& Tesch Co., Chilton, Wis., and Mr. 
Haertel. It is expected that the re- 
port of this committee will be presented 
and adopted at the next meeting of the 
executive committee. 

Dealer Publicity Released 

The release of publicity material with 
helpful feeding information and stres- 
sing the importance of the retail feed 
dealer’s service to his community is 
now being tried by the association. The 
articles were released to the newspapers 
in the territory served by the associa- 
tion members during 1930 and three 
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H. L. Brings 


Mr. Brings, Brings & Co., St. Paul, is sec- 
retary of the Minnesota Feed Dealers associ- 
ation recently organized under the auspices 
of the Central Retail Feed association. 


short articles on seed subjects will be 
released during January, 1931. The first 
article released in 1930 covered the sub- 
ject of importance of proper feeding to 
insure the health of farm livestock and 
poultry, and called special attention to 
the service rendered in this respect by 
the local feed dealers. The second ar- 
ticle was released December 2 and 
pointed out the importance of vitamins 
in poultry feeding, emphasizing that 
the dealer has made a special study of 
scientific feeding and is ready at all 
times to advise the feeder and help him 
increase his profits. Many newspapers 
have published these articles. 

The place and date for holding the 
1931 convention of the association was 
discussed at the last executive meeting. 
The 1930 convention expressed itself as 
being in favor of going to Minneapo- 
lis in 1931, but before taking final ac- 
tion in the matter, the executive com- 
mittee decided to take a mail vote of 
association members, asking the ques- 
tion: “Assuming you are planning to 
attend the 1931 convention of the Cen- 
tral Retail Feed association, would you 
prefer to have the convention held at 
Minneapolis or Milwaukee?” The 
committee tentatively selected Monday 
and Tuesday, June 1 and 2 as the dates 
for the convention, with the idea that 
members could use the Memorial day 
holiday and Sunday in driving to the 
convention and combine the trip with a 
vacation, Final decision with respect to 
the convention will be made at the next 
executive committee meeting, to be held 
at Milwaukee on February 4. 

Delegate to Seed Council 

President Uebele was elected to rep- 
resent the Central Retail Feed associa- 
tion as a member of the Seed Council 
of Wisconsin. The Seed Council of 
Wisconsin is sponsored by several state 
agencies and includes representatives of 

(Continued on Page Forty-three) 
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How to Obtain Valid Assignment 


On Debtor’s Future Income 


Procedure Often Used to Gain Hold on Farmer’s Milk Check 
Effective for Collecting Feed Bills if Properly Executed 


isfy his customers not only with 
the quality of the merchandise 

sold but also with the service rendered 
as part of the transaction. Some are 
pleased to call the terms upon which 
the goods are sold part ot the service. 
Although the merchant is eager to 
please his customer and is often willing 
to render unusual service to attain that 
commendable end, he can hardly be 
blamed should he be inclined to limit 
the service to prevent it becoming a 
service of love upon his part, especially 
in view of the fact that his own cred- 
itors are only too often conspicuously 
lacking in a display of affection. 

Credit is an important factor in pres- 
ent day business. Some merchants have 
been able to build enterprises successful- 
ly conducted on a cash basis, but there 
are still many more who allow credit 
to their customers. There is nothing 
basically wrong with a credit business 
as long as the creditor exercises dis- 
cretion in the selection of those to 
whom credit is to be extended. If there 
is any doubt as to the ability of the 
debtor to pay the account at the time 
it is to become due, tke creditor should 
take steps at the time of allowing the 
credit to arm himself with a more ef- 
fective weapon to insure final payment 
than a mere promise to pay given by 
the debtor. 

Assignment Explained 

An effective means of securing the 
payment of an account and one fre- 
quently used is the assignment on the 
part of him who seeks credit of some 
right, claim or property which he may 
have, and which it is expected will later 
result in an income to him. The pur- 
pose of this article is to point out a 
few fundamental facts necessary to the 
validity of an assignment. 


In the absence of restrictions imposed 
by statute no particular form is neces- 
sary to effect a valid assignment and any 
act or words are sufficient which clearly 
shows an intention to transfer the in- 
terest of the assignor. Neither is it 
strictly necessary that the assignment 
be in writing but it must be clear that 
the assignor has parted with all interest 
and that subject matter of the assign- 
ment, that is the thing to be assigned, 


| y VERY merchant is anxious to sat- 


must be described with such particular- 


ity as to identify it. Although an oral 
assignment may be valid it is much bet- 
ter practice to reduce it to writing so 
as to avoid future misunderstanding. 
The subject matter of the assignment 
must be such as is assignable and in 
that regard, the primary principle to 
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By John J. Hurley 


Legal Counselor tor The Feed Bag 


be remembered, is that one cannot as- 
sign that which he does nct have. The 
statement of the foregoing principle 
may sound self-evident and rather un- 
necessary and yet it is surprising how 
often an attempt is made to do that 
very thing. The attempted assignment 


EALERS who extend credit 
to their customers fre- 
quently have occasion to 

resort to the obtaining of an 
assignment on milk, grain or 
other potential means of in- 
come among their debtors. 
John J. Hurley, legal counselor 
for The Feed Bag herewith ex- 
plains the assignment and its 
technical aspects and points 
out the cautions to exercise in 
such a proceeding. Every dealer 
will profit by reading it. The 
Feed Bag will gladly extend the 
services of its legal department 
free to its readers. If you have 
any questions send them to our 
offices at 210 East Michigan 
street and they will receive 
prompt attention. 


of money to be realized from future 
sales of milk offers an example of an 
attempt to assign something which one 
does not have. 

It frequently happens that a merch- 
ant who is about to extend credit to 
a farmer knows that this farmer has 
been selling his milk to a particular 
dairy for a long period of time. 
also knows that the farmer receives a 
fair sized check each month and 
feels justified in assuming that the 
farmer will continue to receive about 
the same amount in the future. 

The farmer offers an assignment of 
the money to be received from Blank 
Dairy, and the creditor feels adequate- 
ly secured. However, unless there ex- 
ists between the farmer and Blank 
Dairy a contract whereby it is agreed 
between the parties that the dairy will 
buy the milk, and that the farmer will 
sell to the Blank Dairy, then there can 
be no valid assignment of money to be- 
come due from the dairy. 

Must Assure Income 

If there is no such contract, then 
there is no assurance that any money 
ever will become due from the dairy to 
the farmer, and there is nothing to as- 
sign. Although the merchant selling 
goods to the farmer on credit felt rea- 
sonably sure that the cows would con- 
tinue to produce milk, he lost sight of 
the fact that in the absence of a con- 
tract the dairy might refuse to continue 
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to buy the milk or the farmer decide to 
sell to another dairy. However, even 
assuming that the farmer did continue 
to sell to the Blank Dairy with no con- 
tract, and mcney did become due to 
him from the dairy, still there would 
be no obligation on the part of the 
dairy to turn the money over to the 
party holding the assignment, because 
it was not valid in the first place. Or 
assuming that another creditor of the 
farmer should attach the fund in the 
hands of the dairy, the attaching credi- 
tor would have priority. Therefore if 
an assignment of milk checks is desired, 
it is of utmost importance to determine 
whether a contract exists between the 
farmer and the dairy named in the as- 
signment. If there is no such contract 
then it is better for the merchant seek- 
ing some security to take an assign- 
ment of the milk itself. 


Potential Income 

The last statement seems at odds with 
what was said earlier herein; namely, 
that one cannot assign that which he 
does not have. However a valid assign- 
ment may be made of those things 
which have a potential existence at the 
time of the assignment as well as of 
those things which are actually in ex- 
istence. 

So the assignor having a present in- 
terest in the cows and the milk being 
the product of the cows the assignor 
will have an interest in the milk when 
it comes into existence which is as- 
signable. In the same manner, he might 
make a valid assignment of wool which 
is to be obtained from sheep in his pos- 
session at the time of the assignment. 
A valid assignment may be made of 
growing crops, or even of crops to be 
grown in the future under the terms 
of an existing lease. 

It has also been held that money to 
be obtained at an auction sale of farm 
fixtures which was to be held in the 
future had a potential existence prior 
to the sale and was therefore assign- 
able. However in that case the sale 
was set for a day certain, and since it 
was to be an auction sale there was no 
question but that some money would be 
realized from it. 

Briefly, points to be observed when 
an assignment is attempted are: (1) 
obtain a written assignment; (2) ascer- 
tain whether the subject matter is as- 
signable; (3) be sure that the subject 
matter is clearly described: (4) be sure 
that the assignor parts with all his right 
to the thing assigned; (5) give notice 
of the assignment to the party by whom 
the money is to be paid. 


OLD MEDAL Dealers unload a full line of Manufac- 
tured Feeds, Mill Feeds and Flour— All from 
ONE Car! 


They operate under the Gold Medal Mixed Car Plan—the 
modern common-sense mcihod of purchasing feeds and 
flour—the plan that not on!y works for their convenience, 
but saves them money in 6 different ways. 


1—They do business on less capital. 2—They triple their 
turnover, getting 3 profits instead of 1. 3—Their stocks 
are always fresh. 4—They need less warehouse space. 5— 
They lower their inventory. 6—They offer their trade the 
highest quality merchandise under the best known and 
advertised brand “Gold Medal”. 


Their purchasing dollars are all working for them, not tied 


ONE Car 


up in surplus stock waiting for purchasers to turn them 
into profits. Instcad of buying 3 cars, one each of Mznu- 
factured Feeds, Mill Feeds and Flour, at approximatcly 
$3500, Gold Medal Dealers simply buy ONE CAR that 
contains all items at approximatcly $1175! Their purchas- 
ing dollar does the work of three! They sell feeds that 
are Farm-tested for profit to the feeders, 


The Gold Medal Mixed Car Plan is just one of the many 
Gold Medal features designed to increase dealer profits. 
It is simply another indication of the cooperation which the 
World’s Largest Milling Organization gives its dealers. 
Write for particulars about the Gold Medal Franchise in 
your territory—find out the full list of reasons why Gold 
Medal is the most profitable line to sell! 


WASHBURN CROSBY COMPANY 


of GENERAL MILLS, INC. 
MINNEAPOLIS KANSAS CITY BUFFALO 


“FARM-TESTED” why not now? 


© G. M. Co., 1930 
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BARKER LUMBER CO., Random 
Lake, Wis., nas established a feed de- 
partment in connection with its lum- 
ber and fuel business. A warehouse has 
been erected and a complete line of 
poultry and dairy feeds has _ been 
stocked. 


CHARLES A. KRAUSE, JR., Chas. 
A. Krause Milling Co., Milwaukee, and 
wife arrived in Milwaukee, December 
24 from a honeymoon trip in Europe. 


QUINCY COOP. CO., Quincy Mich., 
has decided to go on a cash basis Janu- 
ary 1, 1931, after ten years of cash and 
credit business. A discount of 3 per 
cent was offered for payment of stand- 
ing accounts before January 1. 


Breathes there a man with soul so dead 
Who never made a resolution 
And ere the New Year’s day had passed 
Had drunk himself unto pollution. 
POOR FARM INDEED 

“They say that farm of Smith’s is so 
poor you couldn’t raise an umbrella on 
it.” 

“Well, they might raise one but it 


UNSEEN THINGSS 


) an unseen something in the sky. A 
something which visits everywhere, uses the 
whole of the heavens for a playground. This un- 
seen something is the wind. Unseen it is, yet 
how surely there. Sure by the bending of the 
trees...wind-whipped. Sure by the rushing of 
the clouds...wind-driven. Sure by the fleeing 
of the leaves...wind-chased. Unseen to every- 
one...yet known by all...known by what it does. 


Like the wind, unseen are other things. Con- 
sider a bag of feed. As it stands there, one sees 
feed in the bag...nothing more. But he who 
buys feed, buys it not to get feed, but to get eggs 
or milk or pork. Eggs and milk and pork...these 
are the unseen things in a bagful of feed. Just 
how many of these unseen things are stowed 
away in each bagful...that’s the test of a feed's 
true worth. That's what makes Purina Chows 
such a friend in every neighborhood. For that’s 
Purina's job...putting more of these unseen 
things...eggs or milk or pork, or any one of 
many other unseen things...in every Checker- 
board bagful. 


Feeders in your neighborhood say that Purina 
is doing this job. They have judged Purina Chows 
not on its looks...but on what it does. Like the 
wind...what's in Purina Chows is not easy to 
see...but what it does is easy to see everywhere. 
The good news has spread to every neighborhood! 


MAKERS OF 
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would always show its ribs.” 

The man who is all wrapped up in 
himself usually makes a rather small 
parcel. 

ONE MAN ARMY 

Proud Father: “And what I have just 
told you are my experiences in the 
world war.” 

Son: “But papa, what did they use 
the rest of the army for?” 

* 

CORNHAY WEAKLY NEWS 

Judd Perkins is in the local hospital 
suffering with a broken collar bone, a 
possible skull fracture and_ severe 
bruises. His wife found out that he 
forgot to mail her Christmas cards. 

Minnie Borks, local Sunday school 
teacher, fell in a dead faint when she 
heard the vocal aftermath from Spike 
McGinnis who slipped and fell on the 
icy walk in front of his home last Mon- 
day evening. 

The Cornhay Owl’s club has moved 
to new quarters, the members having 
completely wrecked the Smith building 
on New Year’s eve. Constable Bunks 
insists that they were throwing a brick 
not a ball, judging by the missile that 
struck him when he endeavored to quiet 
the hilarity. 

Lem Jones, local feed dealer, who is 
taking inventory this week, reports that 
this is one case where something o1y 
hand isn’t worth two in the bush. 

* * * 
BLACK WISHES 

Two negroes who were mowing a 
lawn in front of a large hotel were 
quarreling. 

“Niggah,” said one, “does yo’ all 
know what I done wish? I wish dat 
hotel yonder had a thousand rooms in 
it, and that vo’all was laid out daid 
in ev'ry room.” 

*x* %* * 
TOUGH HUSBAND 

Farmer’s Wife (to druggist): “Now 
be sure to write plain on them bottles 
which is for the horse and which is for 
my husband. I don’t want nothing to 
happen to that horse before the spring 
plowing.”—Park & Pollard Scratch. 

*x* * * 
KEPT HIS PROMISE 

Judge: “Look here, Rastus, didn’t you 
tell me last time you were up for steal- 
ing chickens that if I left you off you 
would do better in the future?” 

Rastus: “Sho! Judge, sho! Dis time 
it’s turkeys.” 


HARD TO TELL 
Jim: “Is my face dirty or is it my 
imagination?” 
Tim: “Your face isn’t but I don’t 
know about your imagination.” 
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Marketing Code 
Is Endorsed 
By New England 
Grain Dealers 


RAIN and feed dealers of New 

England met for their fourth 

annual convention at the Hotei 
Statler, Boston, Friday, December 5. 
The convention this year was a strict- 
ly business affair and there was no 
evening banquet and entertainment as 
usual. For this reason there was a 
slightly smaller attendance than hereto- 
fore but on the whole the convention 
was well up to standard. 

The retiring president, F. B. Glover, 
Stafford, Conn., called the meeting to 
order at eleven o’clock and the morn- 
ing was devoted to hearing reports and 
the transaction of the usual business, 
including the election of officers and 
directors. Luncheon was served at 
12:30 and the afternoon devoted prin- 
cipally to general discussion which 
arose after listening to an address by 
Lawrence Powell, secretary of the New 
England Building Supply Dealers as- 
sociation, and by F. E. Boardman, man- 
ager of the department of statistical 
information for the Boston Federal Re- 
serve bank. 

Greater Profit Desired 

The principal feature of Mr. Powell’s 
address consisted of a plea to the deal- 
ers to go back home determined to add 
at least five per cent to the profits now 
being made in the grain and feed busi- 
ness. Mr. Powell was not entirely clear 
as to just how this was to be accom- 
plished but he made a good case for 
the necessity for such action. It was 
his contention that if all industry would 
go out frankly to make more money, 
even though it seemed hard on the ul- 
timate consumer, business in general 
would immediately begin to pick up and 
in a short time all classes including the 
ultimate consumer would again begin to 
prosper. 

Mr. Boardman is a very practical 
economist. He differed sharply with 
Mr. Powell in several respects and on 
the whole gave a most interesting and 
helpful talk. Speaking for himself and 
not in any way representing his official 
position, he spoke scathingly of the 
marketing act and all other attempts 
on the part of the government to put 
an artificial stimulus back of any busi- 
ness or trade or to go into business in 
competition with any established indus- 
try. Mr. Boardman is already sched- 


uled for another address at the next 
annual meeting. 

There was considerable discussion, all 
favorable, of the movement now on foot 
to eliminate the practice of long term 
booking of grain and feed orders. After 


this question was thoroughly discussed 
and a number of opinions were ex- 
pressed, the convention went on record 
as favoring the movement and instruct- 
ed the secretary to inform the special 
committee of the feed manufacturers to 
that effect. The following resolution 
was forwarded to the committee: 

“We, the Retail Grain Dealers of New 
England, heartily endorse and approve 
of the movement to eliminate long term 
bookings of grain and feed orders. We 
believe that this practice is in no sense 
beneficial, and is, in fact, often harm- 
ful to every phase of the feed industry 
and we view with favor the efforts be- 
ing put forth to bring about its aban- 
donment by the industry as a whole.” 

This resolution passed without a dis- 
senting voice although there were sev- 
eral in the audience who did not vote. 

New Officers and Directors 

The election of officers and directors 
brings several new faces into the offi- 
cial management of the association. 
Members were especially pleased at the 
election of Harry L. Ryther, of the 
firm of Ryther & Warren, Belchertown, 
Mass., to the presidency. Mr. Ryther 
is one of the best known and highly 
respected local dealers in the New Eng- 
land territory, and brings to the asso- 
ciation a long experience in the feed 
business. W. T. Abell, of the A. D. 
Pease Grain & Feed Co., Burling- 
ton, Vt., is the new vice president. Mr. 
Abell has been active in association 
affairs from the very beginning and was 
treasurer of the Vermont Grain Dealers 
association, one of the two local state 
organizations which preceded the estab- 
lishment of the New England associa- 
tion. 

Sam Howard, Ware, Mass., who 
served as treasurer of the association 
last year, was re-elected to that office 
again in his absence. In a character- 
istic letter to the secretary he announ- 
ces in the words of another distin- 
guished New Englander that he does 
not “choose to run’, owing to the press 
of personal duties, since taking over the 
entire business at the time his brother 
Bill withdrew from the firm to assume 
a position with the Charles M. Cox Co. 

This leaves the association, for the 
time being, without a regularly elected 
treasurer, but the secretary and the 
president are carrying on until the va- 
cancy can be filled at a meeting of the 
directors. Directors elected for two 
years are as follows: R. L. Brown, 
North Adams, Mass; C. W. Campbell, 
Westerly, R. I.; A. W. Norton, Ver- 
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Harry L. Ryther 
Mr. Ryther, Ryther & Warren, Belcher- 
town, Mass., will head the New England Re- 
tail Grain Dealers association during the 
ensuing year. He is an optimistic grain man 
of many years’ experience. 


gennes, Vt.; A. H. Hill, Lebanon, N. 
H.; M. C. Trott, Bath, Me.; D. K. Web- 
ster, Jr., Lawrence, Mass., and F. B. 
Glover, Stafford, Conn. 

The New England Retail Grain Deal- 
ers association looks forward to its best 
year in 1931 in spite of business depres- 
sion. Those at the Boston meeting 
were almost unanimous in the opinion 
that all business is definitely on the 
up-grade. The directors of the associa- 
tion have adopted a budget for the en- 
suing year which gives every promise 
of getting the most accomplished for 
the least money. A circular letter put 
out by the secretary has brought out a 
most emphatic response to the question 
as to whether the association should 
continue to carry on with certain phases 
of its work. Dealers generally are well 
sold on the association and there is 
every reason to believe that it will re- 
ceive its best support this year and as 
a consequence, do its best work. 

The secretary, Lynne P. Townsend, 
was reappointed and offices of the asso- 
ciation will be continued at 816 E. My- 
rick building, Springfield, Mass. 


BELDEN & CO., Attica, N. Y., feed 
dealers, escaped destruction of their 
mill and warehouse in a big conflagra- 
tion near their place of business on 
December 18, when several other ad- 
jacent buildings were destroyed. The 
mill roof caught fire several times but 
alertness of combined fire departments 
of the vicinity prevented serious loss to 
the Belden buildings. 


M. C. BURNS, president of the Trad- 
ers Feed & Grain Co., has been elected 
president of the Transportation club of 
Buffalo. 


ROCK COUNTY FARM BUREAU 
kas acquired, equipped and opened a 
warehouse at Janesville, Wis., with H. 
C. Hemmingway in charge. 
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Prepared Feeds Gain 28.6 Per Cent 
In Value Since 1927 


Total Production for 1929 Is Appraised at $502,333,044 
United States Census Bureau Issues Comparative Figures 


OTAL value of prepared feeds at 

f. o. b. factory prices in the 

United States amounted to $502,- 
333,044 in 1929, an increase of 28.6 per 
cent as compared with $390,560,390 re- 
ported in 1927, the last preceding cen- 
sus year, according to a report recently 
issued by the bureau of census. 


Production in 1929 consisted of 7,- 
187,928 tons of mixed feeds made chief- 
ly from grain, valued at $327,697,373; 
feeds made from ingredients chiefly 
other than grain, worth $166,409,205, 
and 314,058 tons of alfalfa meal valued 
at $8,226,466. 

Exclusive Firms Lead 

Of the 1929 total $379,472,784 was 
contributed by establishments engaged 
primarily in the manufacture of prepared 
feeds and $122,850,260 by establishments 
which were engaged primarily in other 
lines of manufacture but which made 
prepared feeds as secondary products. 
Percentages of increase in tne various 
items are shown in the table at the up- 
per right. 

No percentage of increase can be cal- 
culated from the census figures in refer- 
ence to the item covering cost of ma- 
terials, containers for products, fuel and 
purchased electric current, as shown in 
the table at the upper left, because the 
schedule for 1927 is not strictly com- 
parable with 1929. In 1927 data on the 
cost of factory supplies was included, 
while it was eliminated in the 1929 cen- 
sus. 

Percentage figures are also omitted on 
the item covering value added by manu- 
facture because of the changes made 
in the above mentioned item. Value of 
the various commodities and percent- 
age of increase are shown in the table 
at the lower right. 

Flour Values Decline 

The total value at f. o. b. factory pri- 
ces of the output of flour, corn meal and 
other grain mill products shipped or 
delivered by manufacturers in the Unit- 
ed States in 1929 amounted to $1,014,- 
563,466, a decrease of 9 per cent as com- 
pared with $1,115,498,499 reported for 
1927, the last preceding census year. The 
total included 117,369,505 barrels of 
wheat flour, valued at $720,191,184; rye 
flour, 1,676,000 barrels, $9,178,649; corn 
flour, 589,073 barrels, $3,120,500; buck- 
wheat flour, 37,383,249 pounds, $1,533,- 
694; other flour, 10,109,136 pounds, 
$588,600; corn meal, 10,058,240 barrels, 
$49,737,778; bran and middlings, 4,585,- 
446 tons, $138,873,643; feed (not includ- 
ing prepared feeds made from purchased 
materials), screenings, etc., 2,465,127 
tons, $91,344,338. 
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Cost of materials, containers for produ 


Products (Total Value)................ 
Prepared feeds and a.falfa meal 
Other Products 


Summary for the Feed Industry, 1929 and 1927 


fuel and purchased electric current.... 


1929 1927 Increase 

as 738 447 65.1 
10,469 7,632 37.2 
13,179,275 $ 9,702,954 35.8 
cts, 

$338,281,239 $244,675,705 
... $415,238,214 $299,297,642 38.5 
... $379,472,784 $283,823,293 33.7 
... $ 35,765,430 $ 15,969,349 


124.0 
$ 76,956,975 $ 55,116,937 pao 


Production Prepared Feeds for Animals and Fowls 
Kind, Quantity and Value 1929 and 1927 


Per cent 
Prepared feeds for animals and fowls, 1929 1927 of increase 
Made in prepared-feeds industry..... $379,472,784 $283,823,293 237 
Made as secondary products in other 
Prepared feeds made chiefly from grain: 
Other prepared feeds, ingredients 
chiefly other than grain, value..... $166,409,205 $72,547,672 129.4 
Alfalfa meal: 


Three Wisconsin Stores 
Entered by Burglars 


Thieves have been active in Wiscon- 
sin during the past month and have 
successfully robbed several feed stores. 
Two masked bandits entered the Square 
Deal Feed Store, West Allis, just before 
closing time, December 18, and forced 
a clerk to lie face downward on the 
floor, and escaped with $200.00 in cash. 


Porter Feed & Coal Co., Fox Lake, 
was entered the next evening, Decem- 
ber 19, but the burglars did not get any 
money. It took them most of the night 
to open the safe, but their reward was 
only a large bundle of papers which 
they scattered along the roadside as 
they drove away. 


A radio, $80.00 in cash and $600.00 in 
checks were stolen from the office of 
the Lomira Coop. Co., Lomira, Sun- 
day, December 28. The Lomira Ele- 
vator Co. was also robbed on the same 
night and $75.00 in cash was taken. 
Safes in the two feed stores were 
opened with an acetylene torch. 
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NASHUA GRAIN CO., Nashua, 
Minn., has completed a new building to 
house feed grinding equipment. 


G. C. SATTER, Monteray, Minn., has 
leased the elevator of H. Johnson, at 
Westbrook, Minn. 


A. E. NEASS, who formerly was as- 
sociated in the feed business with Hen- 
ry Bergman and John Nixon, has been 
named manager of the new feed de- 
partment of the E. F. Carlston Co., 
614 Chamber of Commerce, Minneapo- 
lis, Minn. Mr. Neass advises that his 
department will handle a full line of 
feed supplies including wheat feeds and 
linseed meal. The E. F. Carlston Co. 
is successor to the W. P. Devereux Co. 


ED. V. ENGEMAN, Belding, Mich., 
has organized a stock company for op- 
erating the Tebbel flour mill at Smyr- 
na, Mich., which for the past few 
months has been used for feed grinding 
only. Harvey Hyde has been employed 
as miller and a new water wheel and 
a feed mixer will be installed. 


2 Number of establishments............. 

Wage earners (average for the year).. | 

= 


ARE 


MASHES 


DO YOU GET the extra business that comes 
from anticipating your customer’s de- 
mands? Here is one definite way to do 

it. Now that the chick season is beginning 

again, make sure that your mashes contain 

EVERYTHING the poultryman wants. 


Last season proved conclusively that more and 
more poultrymen are demanding commercial 
starting and growing mashes with cod liver 
oil mixed in. They have already learned the 
value of Vitamin D protection against rickets, 
lack of vigor, and faulty bone growth. 


Why not use the cod liver oil that gives most 
uniform results, and costs less per ton of pro- 
tected feed? Nopco XX is increased and 
standardized in Vitamin D potency by the 
Columbia University patented process. Two 
and one half pounds of Nopco XX will adequ- 
ately protect one ton of all-mash, or five 
pounds to the ton of mash which is to be fed 
half and half with scratch—therefore, Nopco 
XX goes much farther than ordinary cod liver 
oil. It is not hard to see a saving in that. 


Your breeding flock mashes also will sell 
better if Nopco is mixed in them. Poultrymen 
know that Vitamin D aids in securing better 
shell texture and higher hatchability of eggs. 


Write in to us for information about 
prices, delivery, or the process of forti- 
fication which makes Nopco XX so 
much more economical. 


READY FOR 


THE CHICK 
SEASON 


NATIONAL OIL PRODUCTS COMPANY, INC. 
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EXECUTIVE OFFICE AND FACTORY: 


38 ESSEX STREET + HARRISON,N. J. 
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December 6, 1930. 


WISCONSIN AGRICULTURIST AND FARMER 


Poultry iho 


Coliseum Show Widens Scope 


That the Chicago Coliseum Poultry 
Exposition with on its announced in- 


tional Baby Chick Association, the 
National Poultry Council, and the 
fed Poultry Association. 
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roofs are a close second. The average 
poultry house roof is too flat and in 
spite of all pescentions will often leak 


Moc S in long, narrow 


houses crowding toward the feed 


st pen to be damp 
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less the tempera 
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“Te can see no good reason,’ he says, 
“why turkeys should not be sold 
strictly on a quality basis, regardless 
of where they come from. What dif- 
ference does it make to the customer 


isconsin if only the quality is 
there?” 


“The shipper,” Mr. Nicholas, 
“can much to receipt of 


Ss 
e Milwaukee show last Decem- 
ber and as a consequence there were 
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This feed, complete in vitamins, makes 


up what layers lose by being confined 


Even city flat-dwellers don’t live as 
artificial a life as the average laying 
hen today. Yet we ask her to do 
many times the work that Nature 
intended. 

That’s why Pratts put an abun- 
dance of Sunshine Vitamin D into 
their buttermilk laying mash. It 
gives layers all the health-spark of 
rich June sunshine right in the 
shortest, darkest days of the year. 
You don’t have to buy cod-liver oil 
or any other special Vitamin D 
mixture if you use Pratts. Here, 
right in the feed, is all laying hens 
need to keep them alive, vigorous, 
healthy, productive as birds on 
summer range. 

Vitamin D is only one of 
the four vitamins necessary 
topoultry that Pratts guar- 
antee in this mash. Both 
Vitamins A and B are es- 
sential to eggs, body 
weight, constitutional 
vigor. Unless food 
contains enough of 
them to be effec- 
tive, the egg value 
of the best pro- 
teins, carbohydrates, fats and 
minerals is lost. 


Here’s still another great service 
that few ever expected from a lay- 
ing mash! A guaranteed supply of 
Vitamin E to prevent sterile eggs 
that result from a feed lack of this 
vitamin! 

Think of it! A feed for laying hens 
thai eliminates one of the big causes 


of unhatchable eggs, lack of Vita- 
min E. What a difference it makes! 
No longer can heavy laying so 
drain breeders of this vitamin that 
the eggs you most want to be fer- 
tile, turn out sterile. Feed them 
Pratts. Build up and replenish this 
precious Vitamin E with every 
mouthful of feed they take in. 
Complete in Vitamins! A great 
plus value to the laying mash al- 
ways famous for its well balanced 
nourishment. Its splendid animal 
and cereal proteins, carbohydrates, 
fats. And essential minerals like 
iodine, calcium, phosphorus, salt. 
Yet with all this added value, 
Pratts costs not one 
penny more than any 
other good feed. 
Weurge youtosee 
your Pratt dealer. He 
also recommends Pratts 
broiler mash for making 
big, fat broilers in record 
time, either semi-con- 
fined or battery feeding. 
And Pratts buttermilk 
fattening mash for mak- 
ing prize holiday poultry. 
THE POULTRYMAN’S VITAMIN GUIDE 


The vitamin story is asim tant as it is 

mysterious to most of us. We had a man 

who knows a lot about ion, make up a 

poultry vitamin guide, sent free and 

poaesé to any poultryman on request. 


att Food Co., 124 Walnut St.. Phila- 
delphia, Pa., a 37. 
Name.... 
State 


LAY\NG MASH 


ComPLeTe IN VITAMINS 
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Changing Business Methods Demand 
Careful Study of Costs 


Check on Operating Expense Important Factor in Feed Store 
Results of New York, New Hampshire Surveys Are Summarized 


By E. A. Perregaux 


Extension Economist, Connecticut Agricultural College 


HE importance of the retail stores in the feed dis- 

tribution system of the Northeast is well illustrated 

by the fact that three studies of the costs of opera- 
tion of these stores have been submitted during the past 
three years. Two have been published by the Cornell agri- 
cultural experiment station as Bulletins 471 and 505, while 
the third study was made in New Hampshire and issued as 
Bulletin 251 of that station. The content of this article is 
based largely on the material in these three studies. 

There have been many changes in the dairy and poul- 
try feed industry during the past ten years which make the 
problems of the retail feed dealer today different from a 
few years ago. In the first place the farmer has become ac- 
customed in many sections to buying rather than producing 
his feed. Less custom feed grinding and more merchandis- 
ing is being practiced by our eastern dealers. 

Industry Experiences Changes 

The apparent margins in the mixed feed industry and 
intensive competition have stimulated many retailers to set 
up their own brands of feed as illustrated by the changes in 
New York from 1920 to 1928. The number of dealers who 
registered their own brands increased 403 per cent and the 
number of manufacturers 13 per cent during the period. 
The number of feeds mixed by these retailers however in- 
creased 489 per cent while the number registered by manu- 
facturers increased only 38 per cent. Along with this has 
come the development of the large farmers’ buying associa- 
tions like the G. L. F. and the Eastern States Farmers Ex- 
change, introducing another type of distribution set up to 
reduce warehouse and credit costs. 

The use of motor trucks and the development of good 
roads have extended the territories of both the dealer and 
the farmer neither being limited to the small trading area 
which he was forced to use by reason of limited transporta- 
tion facilities. As a result of these changes another has 
taken place. The manufacturer has gone into the retail busi- 
ness to assure himself of the necessary outlets for his brands 
of feed. 

Study of Costs Imperative 

All of these factors make it imperative for the retail 
feed dealer to study his business more carefully than ever 
before to effect increases in efficiency or savings in operat- 
ing costs. 

One fact stands out sharply in the studies of feed store 
costs. The average costs of operation in New Hampshire 
and New York were practically the same for the same 
amount of service rendered. The figures for two different 
years’ operations in New York were also very much alike. 
The average costs of operation were about 11 per cent of 
net sales. 

In considering the amount of capital used by the stores 
it was found in New York that accounts and notes receiv- 
able made up practically a third of the entire capital and 
inventory about a quarter of the total, the remainder being 
* invested in fixed assets. 

The average amount of capital used in 17 stores for 
which records were available increased from $25,500 in 
1923 to $30,000 in 1925. Much of this increase was due to 
increased credit, as the percentage of total assets in accounts 
and notes receivable increased from 29 per cent in 1923 to 
35 per cent of total assets in 1926. The same general trend 
appears true in other surveys. Stores which were equipped 
to do grinding required about 66 per cent more capital 
than those which did only a merchandising business. The 
fact that it costs 11 per cent to do business does not tell 
the whole story. What factors affect this cost and how 
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much each contributed is more important to the feed store 
manager trying to increase his profits. 

Salaries and wages made up, practically half of the en- 
tire cost of both the New York and New Hampshire studies. 
This was by far the greatest single item of expense. Fixed 
property costs and interest were the next largest items. A 
comparison of feed store operating figures in New York 
and New Hampshire follows: 


New York New Hampshire 
wands 1924 1926 1928 
Per Cert of Sales 
Gross Margins... 11.6 11.2 
Salaries and Wages....... 5.1 5.3 5.6 
Fized Property... iF 1.5 
1.8 1.7% 1.4 
Total Costa... 10.8 11.0 10.7 
Net Operating Profit...... 0.3 0.6 0.5 


While the average expenses were 11.6 per cent of net 
sales in New York in 1926 there was a wide variation in 
the costs of the individual units from 3.8 per cent in the 
lowest to 22.6 per cent in the store with highest cost, as 
shown in the next table. Labor varied from 2.2 to 11.5 
per cent while other costs varied proportionally almost as 
much. It is evident that under present competitive condi- 
tions the store with the high costs would have difficulty in 
competing with the store having the low costs. 

In this table are presented the typical high and low 
operating figures for 83 New York stores during 1926: 


Arithmetic Range 
Average High Low 
Per Cent of Net Sales 

Costs: 
Fixed-property costs............... 1.65 4.89 0.22 
Trucking costs (0.72 per cent)*..... 0.57 5.06 0.01** 
Power costs (0.49 per cent)*........ 0.32 1.13 0.05** 
Insurance on stock...............-- 0.18 0.68 0.00 

Net operating profit............... 0.60 16.27 -13.12 

*Average of stores having the item. 

**Lowest of stores having the item. 


One of the factors that affects these figures is sales per 
employee which varied from $56.00 per man per day to 
$164.00 per man per day. The difference in costs for those 
with maximum average sales per employee were about one- 
third those of the stores with minimum sales per employee. 
This cut in costs also permitted them to cut the gross mar- 
gin. 

The following table shows the relation of sales per em- 
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ployee to operating figures in the 83 New York stores: 


Sales Per Verylow Low Medium High Very high 
Employee. ..$17,459 $23,785 $29,050 $36,015 $50,885 
Per Cent of Net Sales 
Gross Margin.. 14.2 12.9 12.3 9.9 8.6 
Costs: 
Salaries & wares 8.4 5.9 5.1 4.2 3.2 
Fixed-prop. costs 2.3 1.8 1.8 1.2 1.2 
Interest costs. . 2.3 1.9 1.6 1.5 1.2 
Bad debts..... 1.2 0.5 0.4 0.4 0.3 
Trucking costs. ej 0.6 0.5 0.3 0.2 
Power costs... . 0.7 0.3 0.3 0.2 0.3 
Other costs ... 1.0 1.0 0.9 0.6 0.6 
Total costs.. 17.1 12.0 10.6 8.4 6.8 
Net oper’g profit -—2.9 0.9 1.8 


Another factor affecting efficiency was the number of 
days’ sales outstanding. Contrary to popular belief, the 
amount of credit extended is not the important factor in 
doing a credit business but it is the way in which the credit 
is managed after it is extended that determines the differ- 
ences in costs. There appeared to be no relation between 
the percentage of sales for cash and the costs of doing busi- 
ness but there was a marked variation when the number of 
days’ sales outstanding was used. The total costs varied 
from 8.6 per cent for those with only 12 days’ sales out- 
standing to 14 per cent for those with 95.2 days’ sales on 
the books, as shown in the following table: 


Number of days’ 
sales out- Verylow Low Medium High Very high 
standing in 12.4 31.6 45.5 59.0 95.2 
receivables Per Cent of net sales 
Gross margin. . 9.5 10.0 13.1 11.9 13.3 
Costs: 
Salaries & wages 4.7 4.0 5.8 5. 6.5 
Fixed-property 
1.4 2.2 1.5 2.0 
Interest costs. . 0.9 1.2 1.6 2.1 2.6 
Bad debts..... 0.1 0.5 0.5 0.8 1.0 
Trucking costs. 0.7 0.5 0.6 0.5 0.6 
Power costs... 03 0.2 0.4 0.3 0.4 
Other costs.... 0.7 0.6 1.0 0.9 0.9 
Total costs.. 8.6 8.4 12.3 11.7 14.0 
Net oper’g profit 0.9 1.6 0 -0.7 


Other useful factors in measuring efficiency are the 
turnover of total capital and sales per ton storage capacity. 
When the four measures of efficiency, sales per employee, 
sales per ton storage capacity, inventory turnover, and the 
number of days’ sales outstanding in receivables were con- 
sidered together in their effect on the efficiency of the 83 
stores in New York, it was found that the operating costs 
varied from 6.2 per cent in the most efficient group to 16.8 
per cent to the least efficient, a significant variation, as the 
following table discloses: 


Another major factor which affects efficiency is inven- 
tory turnover, the range in costs varying from 7.4 per cent 
for those stores with highest turnover to 14.9 per cent for 
the stores with the lowest number of turnovers per year, 
as shown in the next table. A rapid inventory turnover re- 
flects sound buying and best use of buildings, capital and 
labor. A rapid inventory turnover usually reduces waste and 
spoilage. 

Relation of inventory turnover to operating figures in 
the 83 New York stores are shown in the following table: 


Number cf in- Very low Low Medium High Very high 
ventory turn- 4.5 6.7 9.2 12.0 17.9 
overs Per Cent of net sales 

Gross margin.. 13.8 13.9 11.9 9.8 8.4 
Costs: 

Salaries & wages 6.9 6.1 5.0 4.9 3.7 

Fixed-property 
2.3 1.9 1.6 1.3 

Interest costs. . 2.5 2.0 1.8 2 0.9 

Bad debts..... 0.8 0.8 0.5 0.4 0.4 

Trucking cests. 0.9 0.5 0.5 0.5 0.5 

Power costs... . 0.5 0.3 0.4 03 0.2 

Other costs ... 1.0 0.9 0.9 0.7 0.6 
Total costs.. 14.9 12.5 10.7 9.3 7.4 

Net oper’g profit —1.1 1.4 2 0.5 1.0 
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Efficiency. .... Very high High Medium Low Very low 
Net sales..... $125,788 $97,111 $88,158 $102,129 $74,199 
Per Cent of net sales 
Gross margin. . 7.5 10.2 13.5 14.3 
Costs: 
Salaries & wages 3.3 4.4 4.8 6.0 7.9 
Fixed-property 
eee 1.0 1.3 1.6 2.0 2.4 
Interest costs. . 0.8 | 2.0 2.7 
Bad debts..... 0.2 0.4 0.5 0.5 
Trucking costs. 0.2 0.8 0.3 0.8 0.9 
Power costs... . 0.1 0.3 0.2 0.2 0.7 
Other costs.... 0.6 0.7 0.9 0.9 2.3 
Total costs. . 6.2 9.0 10.0 12.4 16.8 
Net oper’g profit 1.3 1.2 -2.5 


Compare your store operating costs with those in the 
column to the left with salaries and wages, 3.3 per cent of 
net sales, fixed property costs 1 per cent and a total of 6.2 
per cent. This group was able to make a profit of 1.3 per 
cent in spite of the fact that they took a gross margin of 
only 7.5 per cent of net sales. 

Efficient Stores Will Succeed 

The foregoing are only a few of the figures which it is 
possible to present in a short article but they serve to indi- 
cate the possibilities of operating efficiencies which may be 
effected to meet new competition. In the long run the aver- 
age store will be driven out of business by the store which 
is in the lower cost group. Conditions change and we must 
change with them or be left in the vanguard of the business 
procession. 

Measure your business by the yard stick given below 
and the minimum operating figures given in the last table. 
Your figures should be better than the average. See where 
you can improve your operating efficiency so that under 
the stress of keen competition you will be able to stay in 
business and keep on making profits as well as the other 
fellow. 


Compare Your Own Business 
With These Figures 

Items Average Your Store 
Net Return on Capital........ 

Sales per man 

Sales per ton Storage 

No. Days sales outstanding.. 
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REG. BAT 


WITH LIVERS 


EGG MASH 
DAIRY FEED 


Sacked tn the Golden Bag 


a Two feeds that show up well in the egg basket All accounts serviced by nutritionally trained 
‘ and in the milk pail—NUTRENA—Feeds that have resale men. Every dealer’s territory protected 
the quality milled into them that brings the feeder by exclusive franchise. The NUTRENA ac- 
i back for more. They are priced to insure feed- count gives you every cooperation desired. It 
é ing economy for the feeder—safer margins—greater will pay you to learn more about the Golden 
; profits for the dealer. Intensively advertised to Bag line. 

assure steadily increasing demand. Write for complete details. 


& 
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—gives a Quaker Dealer’s customer every reason for a 
return buying trip. And it’s interesting to watch the way 
one Quaker Feed will develop the customer’s confidence 
in other Quaker Feeds. 


The Quaker Oats Company supports its dealers with a 
year-round selling program—with national and local 
advertising help—with ready delivery service—and with 
helpful information from stock and poultry feeding experts. 


It will pay you to investigate the possibilities Quaker 
cooperation offers. Just write a card or letter asking for 


information about the Quaker Dealer Plan. 


THE QUAKER OATS COMPANY, CHICAGO, U. S. A. 
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THE FEED BAG 


The purpose of The Feed Bag is to 
KEEPS FAITH 


help its feed dealer readers become 
better business men and enable them 
to increase their profits. And, fulfilling this purpose, The 
Feed Bag is truly serving the entire feed industry. When 
a feed dealer becomes a better business man, he sells and is 
able to pay for more merchandise. He improves his office, 
warehouse and plant and is able to buy and pay for more 
equipment. Thus the wholesalers and manufacturers are 
able to sell more of their products and they, in turn, should 
be able to maintain more efficient organizations and plants. 

Although The Feed Bag serves and is interested in the 
entire feed industry, it is edited expressly for the feed dealer. 
Our policy in this respect was established with the publica- 
tion of the first number of The Feed Bag in August, 1925. 
A statement of the policy was incorporated in a pledge 
which we made at that time, which we have repeated sev- 
eral times since and which we are pleased to reaffirm this 
month as follows: 

“We pledge you, Mr. Dealer Reader, that The Feed Bag 
is not and never will be the organ of any jobber, manufac- 
turer, miller or group of the same. Its sole interests are in 
the dealer. The Feed Bag is and will always be edited as 
a dealer organ—dedicated to the service of the dealers as a 
group in the belief that when the group is served, so are the 
individuals comprising it.” 

Many readers are familiar with the entire history of The 
Feed Bag throughout the 65 months during which it has 
been published. The Feed Bag is proud of the record which 
it has made but we like to be judged by what we are doing 
rather than by what we have done. Instead of reviewing 
past achievements, therefore, we will briefly discuss a few 
of the improvements which may be expected in 1931. 

These improvements may be divided into two major 
classifications. The first classification includes improve- 
ments of a physical nature. We are always striving to make 
each number of The Feed Bag more attractive and easier 
to read than the last issue and so this issue is and all the 
issues of 1931 will be printed on finer paper than we have 
used in the past. Better quality heavy, enameled stock is 
being used for the covers and inserts and English finish 
book paper which is whiter and does not reflect any disturb- 
ing light to annoy our readers is being used for the inside 
pages. Articles will be set in the same, easy to read type 
as heretofore, but all will be more profusely illustrated than 
has been the practice of any similar publication. 

The editorial content of The Feed Bag of 1931 will be 
strictly selected in keeping with our slogan: “Merchandising 
Magazine of the Feed Industry.” This number and all suc- 
ceeding numbers of The Feed Bag will be largely devoted 
to merchandising articles describing successful business ex- 
periences of actual feed dealers. We want to make each 
page of reading material definitely helpful and will try to 
restrict the amount of space devoted to news stories which 
do not include merchandising ideas. 

The Feed Bag will continue to briefly publish all the 
news a busy feed man has time to read but it will specialize 
in maintaining a leading position as the “Merchandising 
Magazine of the Feed Industry.” 


PROPERTY TAXES 


Property taxes constitute one of 
BY INSTALLMENTS 


the heaviest financial burdens 
among farmers. They are particu- 
larly difficult to meet because they fall due around the first 
of the year when milk checks are slim and other sources of 
income are at minimum. During the winter months it is 
necessary for the farmer to spend more money for feeds to 
keep his dairy herd and poultry flocks producing, if he is to 
be assured of any revenue at all. Payment of taxes in the 
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‘farmer will be compelled to pay more for his feeds. 


dead of winter, is to him, therefore, a serious problem. 

Why isn’t it possible for the states to collect property 
taxes in two installments? This weuld divide the burden in 
half. One payment could be requested in July. At this 
time milk checks are practically at their maximum and 
other sources of income are producing at their height. Pas- 
tures are good and the money spent for feeds is consider- 
ably reduced. Payment of taxes at such a time would be 
comparatively easy for the farmer. 


KEEP IN LINE With prices in an unsettled condition 
WITH MARKET and consumers buying cautiously, it is 

more necessary than ever for the deal- 
er to watch the market carefully and to keep his retail prices 
in line with it. 

Many jobbers and shippers report that they have been 
flooded with inquiries from farmers requesting prices on 
various feed commodities. The reason for this condition, 
they maintain, is because numerous dealers are trying to 
realize a profit on feed bought at $4.00 and $6.00 a ton over 
the present market. 

Farmers are pressed for funds. They are shopping 
around for the best bargains and if they learn that a dealer 
is far out of line with the market they accuse him of taking 
exhorbitant profits and are reluctant to make further pur- 
chases from him. The dealer’s business is jeopardized and 
the direct and car door selling group gains another prospect. 

Retail prices should be kept in line with the market. 
Bran purchased at $18.00 a ton should be retailed from $21.00 
to $22.00. In the event of.a decline of $1.00 a ton, the 
dealer should reduce his price accordingly. Similarly, if the 
market advances, the retail price should also be advanced. 

If this method is followed, there will be less direct and 
car door buying and more prosperity will also ultimately 
be enjoyed by the retail feed trade. 


BRIGHTER HOPES Prospects for a rehearing in the 
IN RATE CASE western grain case decision which 

involves changes in shipping rates 
that will seriously affect the feed industry and the ultimate 
consumer are considerably brighter. Two examiners from the 
interstate commerce commission were present at a recent 
meeting of feed men held at Chicago for the purposes of 
discussing the case. They listened to the discussions and 
answered questions. Just recently the interstate commerce 
commission issued a new order changing the effective date 
on which the revised shipping rates are to go into effect 
from January 1, 1931 to April 1. 

All of these favorable actions occurred shortly after the 
commission flatly denied formal petitions: of the feed indus- 
try and the railroads for a rehearing. The new turn of 
events is heralded with optimism by all concerned. 

The commission’s western grain case decision created a 
vital issue. By ruling drastic changes in shipping rates and 
privileges it directly acted to the detriment of agriculture 
and the feed industry. Under the revised rate system feed 
manufacturers will be handicapped from many angles. The 
There- 
by another burden will be added to his already crushing load. 
Such a decision is incompatible with the farm board’s relief 
program. It presents the ridiculous situation of one govern- 
ment agency coddling the farmer back to health while an- 
other wields forces to hasten his demise. 

It is hoped that the interstate commerce commission’s 
recent change of heart is indicative of the fact that it rea- 
lizes the seriousness of the outcome of the revised shipping 
rates to agriculture, the feed industry and all others con- 
cerned and that it will grant the rehearing requested and 
give the entire case due reconsideration. 
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Increased Profits 
for 1931 


can be brought about by in- 
cluding a smaller amount of 
high priced ingredients in your 
mixed rations. 

By using 


Diamond Corn Gluten Meal 


in your mash rations as a part 
replacement for animal feeds 
you will be effecting a worth- 
while saving on ingredient 
costs. 


Feed mixers who have used 
Diamond Corn Gluten Meal 
for a long time in dairy rations 
have now proven to themselves 
the value of Diamond asa mash 
ingredient. 


Our salesman will explain the 
use of Diamond in the poultry 
ration. 

If you’re ina section not regu- 
larly visited by our salesmen 
write direct to 


RATION SERVICE DEPT. 


Corn Products Refining Co. 
17 Battery Place, N. Y. City 


40% Protein Guaranteed 


Manufacturers of Buffalo Corn Gluten Feed and 
Heavy Buffalo Corn Gluten Feed, Sweetened 


Page Twenty-two 


Reef Brand is odorless BECAUSE—taken 
from the cleansing waters of the Gulf of 
Mexico—triple washed, screened and kiln- 
dried in the manufacturing process — it 


does not show a trace of dirty animal 
matter found in some other oyster shell. 
And pure, clean Reef Brand can give 
your customers results that other shell 
cannot equal. 


Learn more about Reef Brand... the 
service of our special representatives, 
national advertising, quick delivery. 
Write for special dealer proposition. 


You Know It Is Clean, Pure 
and Odorless. 


Cut open the new, heavy Reef Brand 
sack—packed 100 Ibs. net weight. Smell 
a handful of this clean, uniformly crushed 
shell. Do you notice anything in particu- 
lar? You can’t smell it! Reef Brand 
Oyster Shell is absolutely odorless. 


Bra 


REGISTERED IN U.S. PATENT OFFICE 


PURE CRUSHED OYSTER SHELL 
FOR POULTRY 


Manufactured by 


GULF CRUSHING CO., INC. 
NEW ORLEANS, U.S. A. 
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Krause Brothers 


Poultry 


Farm 


Helps Them Gain 
New Feeders 


HEN a sales talk fails to con- 

vince a customer that it pays 

to use their feeds, Alvin and 
Frank Krause, Krause Bros., Beloit, 
Wis., escort him to their large poultry 
farm on the outskirts of the city and 
prove by the success of their own ven- 
ture that they know whereof they speak. 
With the spotless white leghorns cack- 
ling merrily about him and with records 
of real profits before his eyes, the pros- 
pective buyer, nine times out of ten, 
places his order and accompanies the 
two jovial brothers back to their ware- 
house and takes home a load of the ra- 
tion they have recommended. 

The poultry farm and the feed busi- 
ness have proved to be excellent team 
mates. Within seven years the Krause 
Bros. enterprise has grown from a small 
chicken farm and feed store to include 
one of the largest poultry ventures in 
the state and two stores and warehouses 
in the city limits. The volume of trade 
which started with a few scattered sacks 
sold in 1923 has now grown to trans- 
actions in tons and carloads. 


Know Their Feeds 


One who observes the Krause broth- 
ers as they talk with their customers, 
will readily discover the reasons for 

_ their rapid rise to success. They know 
feeds and feeding thoroughly. They 
speak with conviction and inspire con- 
fidence and trust in their customers. 
Farmers have learned to respect their 
advice, because they know that it re- 
quires more than mere enterprise to 
develop a poultry farm as large and 
successful as that owned by the two 
brothers. Even the most skeptical are 

* won over to commercial feeds when 


they inspect the chicken ranch and ob- 
serve the results obtained. . 

All of the products which Krause 
brothers stock in their stores and ware- 
houses are tried and tested before they 
are recommended to customers. They 
do not expect their patrons to get re- 
sults from feeds which they cannot use 
with success themselves. 

Some time ago Alvin Krause was en- 
deavoring to sell a prospective patron 
an order of semi-solid buttermilk. The 
man was skeptical. Finally Mr. Krause 
said: 

“We're feeding it to our own flock. 
They’re doing well on it, and I can 
show you records to prove it.” 


Seeing Was Believing 


The skeptical farmer was persuaded 
to accompany Mr. Krause to the poul- 
try farm. It was his first visit to the 
place and the size and layout amazed 
him. As he prepared to leave he placed 
his order for the semi-solid buttermilk 
and has been a consistent user since. 
This incident is typical of mahy which 
occur in selling feeds and other ingre- 
dients to doubting prospects. 

In addition to enjoying a rapidly in- 
creasing volume in commercial poultry 
and dairy feeds, Krause brothers do a 
big business in flour. They sell chief- 
ly to grocers and bakers. The flour 
business was started two years ago. 
Sales are made mainly by personal calls. 
Friendly contact is maintained with cus- 
tomers. If Krause brothers drive past 
the store of one of their patrons they 
make it a point to drop in, regardless 
of whether the owner is completely 
stocked. They have a chat with him 
and offer suggestions to help him in- 
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Krause Brothers’ poultry farm from which 
their feed business was founded is shown at 
the upper left. At the right is one of the el- 
evators maintained in the downtown section 
of Beloit. Frank, left,and Alvin Krause, right, 
pose for The Feed Bag in the picture above. 
crease his business. King Midas and 
Gold Medal flour are handled. 

Credit is extended to the flour pur- 
chasers, but the accounts are carefully 
watched. Alvin Krause calls in per- 
son every two weeks to collect the 
money. He arranges his visit to con- 
form to the pay days of the factories 
and creameries. This is the time per- 
sons usually pay their bills and gro- 
ceries and bakeries then have ready 
money to pay for their flour. 

Krause brothers are members of the 
Janesville (Wis.) District Dealers club 
and are taking an active part in its 
work. One of.the projects now under 
consideration is a cash basis movement 
and Krause brothers report that they 
will be ready to join the movement at 
the first notice. They have been cau- 
tious in extending credit in the feed 
business and have kept their losses 
down to a minimum but are convinced 
that the best policy is to sell for cash. 

Two warehouses and stores in Be- 
loit are operated by Krause brothers. 
Feeds were first sold from the poul- 

(Continued on Page Forty-nine) 
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the balanced ration 
you want” 


Sound Feeding Advice Makes 
Better Customers of Farmers 


You can make steady customers of farmers by taking a 
real interest in their feeding problems and by giving 
them sound feeding advice. 


For example, if you show a customer how much Lin- 
seed Meal to use to make a balanced sation you gain in 
two ways. 


First, you gain his good wil! and cause him to be a 
booster for your store. 


Second, you are sure to get more business from him 
after he begins feeding a balanced ration. 


The Linseed Meal Book on Modern Feeding Methods 
brings you all the information you need to help farmers 
with their feeding problems. And the Linseed Meal 
Chart of Balanced Rations gives you the right rations 
for every condition. You should have it tacked up in 
your store. 


Both the Feeding Book and Chart cf Balanced Rations 
will be sent to you free at your request. Write for 
them today. 


It will pay you to sell only ready-mixed feeds which 
contain Linseed Meal. Farmers expect to see Linseed 
Meal on the label. Show them that it’s there. 


LINSEED MEAL EDUCATIONAL COMMITTEE 
Dept. 91 Fine Arts Bldg., Milwaukee, Wis. 


The Universal 
Protein Feed 


MEAL 
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The finest quality pro- 
ducts at the lowest 

E price—that is the tribute 
paid us daily by satisfied 
users of 


‘RED 3” Brand: 


Rolled Oats 

Steelcut Oatmeal 

Whole Oat Groats 

Ground Oat Groats 

Feeding Oatmeal 

Hygrade Oatfeed (11% Protein) 
Reground Oat Hulls 
Unground Oat Hulls 

Fine Ground Oat Hulls 

White Hominy Feed (7% Fat) 


Wire us for Quotations 


Three Minute Cereals Co. 
Dept. 13 Cedar Rapids, Iowa 


E. $. Woodworth & Co. 


MINNEAPOLIS, MINNESOTA 


Offer a complete line of 


Millfeeds 


OIL and COTTON SEED 
MEALS 


either straight or mixed cars. 


Large warehouse facilities and com- 
plete stocks insure prompt shipment. 


Grain We offer: 
Oats, Corn, Rye, Barley 
and Chicken Wheat 


ae WIRE OR PHONE 
ATLANTIC 4593 for PRICES 


Try Us. You will like our service. 
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Southeastern Pennsylvania Dealers 
Endorse Merchandising Council 


Adopt Resolution for Abolishment of Long Term Bookings 
Eighty Feed Men Attend Annual Convention at Norristown 


HE Southeastern Pennsylvania 

Feed Merchants association un- 

animously endorsed the National 
Feed Merchandising council and its pro- 
gram when it met for the ninth annual 
meeting at Norristown, December 18. 
Eighty members. attended. 

Cc. C. Lewis, Buffalo, N. Y., spoke 
on the “History of Cooperative Market- 
ing of Grain.” Mr. Lewis predicted the 
ultimate triumph of progressive, inde- 
pendent feed merchants and a weaken- 
ing of cooperative marketing. To show 
that his theory was based on fact, he 
traced cooperative ventures back several 
hundred years and produced evidence to 
show that they had all failed or had 
become comparatively inactive organi- 
zations. 

Cites Canadian Pool 


“The Canadian pool is the latest and 
most colossal example of the failure of 
cooperatives,’ Mr. Lewis explained. 
“The farmers were told that the grain 
dealers were making too much profit 
and a pool would save them money. 
While it did not save them anything 
it undoubtedly gave them experience. 
At its height the Canadian pool han- 
dled one-third of the entire Canadian 
grain crop. Now the pool is being liqui- 
dated and its sponsors admit that the 
established markets offer the most eco- 
nomical method of distribution. 

“The federal farm board established 
America’s first great cooperative move- 
ment, although the local grain, feed and 
fertilizer cooperatives have been oper- 
ating for several years. You know 
what has happened in the wheat mar- 
ket since the federal farm board and its 
offsprings began to work. When sta- 
bilization failed to work, then the farm- 
ers were asked to reduce acreage. I 
could tell the farm board members some 
funny stories about that but it would 
do no good. They wouldn’t listen. They 
have to discover these truths them- 
selves and we pay the bill. 

“Mr. Hyde, secretary of agriculture, 
made a startling discovery last August. 
He discovered there was such a thing 
as supply and demand.” Mr. Lewis read 
quotations from a speech by Secretary 
Hyde, in which he declared that he was 
convinced that price fixing and acreage 
control were of little avail and that sup- 
ply and demand would govern the price 
of grain. 

“Wasn't that a fine thing to tell the 
farmers after the government had 
bought up millions of bushels of wheat 
to stabilize prices?” Mr. Lewis asked. 


Good Farmers Happy 


“If the government would spend even 
part of the $500,000,000 in distributing 
copies of Emerson’s essay on ‘Self Re- 


liance’, more lasting good would be ac- 
complished. For, after all is said and 
done, the government has not helped 
the lazy farmers or the unskilled farm- 
ers. The energetic farmers are satis- 
fied to let supply and demand cortrol 
the market. You do not hear them 
complaining. Neither do you find them 


Mr. Clark, Quaker Oats Co., Chicago, is 
chairman of the National Feed Merchandis- 
ing Council which is sponsoring a marketing 
code for the industry. He explained the 
plan to the Pennsylvania dealers who later 
endorsed it. 

e 


worrying about the cooperatives.” 

H. J. Samuelson, president of the New 
Jersey Feed Dealers association, gave 
a brief talk om a phase of service that 
has proved valuable in his area. 

“In all of our advertising,” he told 
the feed men, “we urge the farmers t» 
let us help them to increase their pro- 
duction through more skillful methods 
of feeding and better breeding. Among 
our poultrymen we have actually in- 
creased production substantially since 
we began this service. There is no finer 
way to assist one’s customers than 
to help them make the same amount of 
feed produce more eggs or better birds.” 

Clark Explains Council 

C. P. Clark, chairman of the National 
Feed Merchandising council, and W. A. 
Stannard, secretary of the Eastern Fed- 
eration of Feed Merchants, were the 
speakers at the banquet held in the ball- 
room of the Valley Forge hotel. John 
V. Nolan was master of .ceremonies. 

Mr. Clark presented the purposes and 
activities of the merchandising council 
and appealed for the support of the 
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members. He condemned the practice 
of long term booking of feed as being 
economically unsound and declared that 
it inevitably leads to higher prices and 
dissatisfaction. Price guarantees also 
were condemned. Manufacturers, retail 
dealers and consumers are all affected 
by these unsound practices, Mr. Clark 
pointed out. 


He reported that 205 manufacturers 
have subscribed to the work of the 
council as well as several farm and re- 
tail feed merchants’ organizations. At 
the conclusion of his talk the following 
resolution was unanimously adopted. 


WHEREAS, the practices of long 
term bookings and of guaranteeing the 
prices of feed have been proven to be 
unsound and harmful to the best inter- 
ests of the feed consumer, feed distribu- 
tor, and feed manufacturer, and 

WHEREAS, “The Plan” sponsored 
by the National Feed Merchandising 
council and endorsed by a large num- 
ber of retail feed merchants, consumers 
of feed, and feed manufacturers, inde- 
pendently and through their organiza- 
tions, has had a pronounced and bene- 
ficial influence in the way of reducing 
speculation, and of placing the feed 
business on a merchandising rather than 
on a speculative basis, and 

WHEREAS, one of the chief pur- 
poses of the Southeastern Pennsylvania 
Feed Merchants association is to sup- 
port all movements in the interest of 
a more successful feed industry; 

NOW THEREFORE BE IT RE- 
SOLVED, that we, the Southeastern 
Pennsylvania Feed Merchants associa- 
tion, in convention assembled at Norris- 
town, Pa., on December 18, 1930, here- 
by approve and pledge our wholeheart- 
ed support to the feed merchandising 
plan of the National. Feed Merchandis- 
ing council. 

W. A. Stannard gave a brief talk on 
the activities of the Eastern Federation. 
J. J. Devlin entertained with dialect 
stories and W. M. Reiff was pianist 
and song leader. 


JOHN R. EBERSOLE died Decem- 
ber 13 in his home in Clarence, N. Y., 
near Buffalo, just two weeks before 
reaching his 65th birthday. For more 
than 30 years he owned and operated 
the Ebersole feed mills in Clarence, 
later selling this property and purchas- 
ing the Zubrick feed mills in Clarence 
Center, which he continued to operate 
until the time of his death. He was 
stricken with pneumonia three weeks 
before he passed away, after scarcely 
having had a sick day in his previous 
life. His son, Earle H. Ebersole, has 
been associated with him in the mills 
at Clarence Center and will continue 
their operation. 
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Mr. Townsend 


HERE seems to be little activity 
on the part of the Eastern States 
Farmers Exchange on the mat- 
ter of soliciting feed contracts for the 
coming year. Usually at this time their 
agents and local representatives are ac- 
tively canvassing ‘farmers in the terri- 
tory where the exchange operates and 
the Eastern States Cooperator, which 
goes to some 30,000 “members” is also 
full of the subject. If we are not mis- 
taken the contracts which were taken 
over a year ago are now expiring. 
Exchange Contract Plan 
As readers of The Feed Bag know, 
the so-called contract plan of the ex- 
change is one of the means by which 
the organization has been at least par- 
tially financed in the past. The farmer 
signing the contract puts up a note for 
$10.00 per ton on all feed ordered un- 
der the contract, and these notes are 
in turn put up by the exchange at the 
Intermediate Credit bank at Springfield, 
Mass., which is prepared to loan the 
exchange one-half the face value of the 
notes. This plan has, of course, been 
a great advantage to the management 
of the exchange, since it has made 
available rather large sums of money. 
The farmer pays no interest on the 
note, as we understand it, and at the 
end of the contract period, if all feed 
ordered under the contract has been 
taken out, the notes are returned to the 
maker. As an added inducement the 
buyer receives a rebate of 50 cents per 
ton on all feed so purchased. 
Heretofore the exchange has been 
quite successful in booking orders un- 
der this arrangement and it presumably 
will continue to operate on the same 
plan in the future. Many farmers are 
apparently quite willing to execute these 
notes, notwithstanding the fact that 
they do not constitute a positive obli- 
gation against the maker, and of course 
could not be collected if circumstances 
ever warranted it. There is nothing ‘in 
late issues of the Cooperator on this 
subject. 
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Eastern States 
Feed Contract 
Plan Explained 
For Dealers 


By Lynne P. Townsend 


For some months now the Cooper- 
ator has been very temperate in its ed- 
itorial comment concerning the regular 
feed trade and we had hoped that the 
management of the exchange had 
adopted a more tolerant attitude. Late- 
ly, however, there has been a change 
for the worse. Several months ago in 
an article entitled “Feed Price Cutting 
Explained”, John K. Westberg, of the 


exchange management, said among 
other things: 
“What is a ‘Sugar Item’? A ‘Sugar 


Item’ is the name given by the trade 
to those commodities which the dealer 
offers at cost or at a loss in order to 
attract new business. The ‘Sugar Item’ 
scheme is an old one. Dealers have 
been using it ever since the price-cut- 
ting appeal has been known in business. 
It has been employed to infer that 
special services are to be ‘given’ free 
by the distributors, or that through 
some extraordinary market strategy this 
particular retailer finds it now possible 
to offer corn, wheat or barley, or what 
not, at prices below replacement value 
on the regylar market. Actually, how- 
ever, ‘Sugar Items’ are the bait that 
brings business on other items to which 
sufficient margin is applied to cover the 
distributors’ total overhead expenses. 
“Farmers should not be misled by 
these ‘Sugar Items.’ If the quality is 
good and they represent good feed in- 
vestment, farmers should buy them and 


recommend them to their neighbors.” 


Backslaps at Dealers 

After some more talk as to the rea- 
son why dealers and representatives of 
feed mills “in the East” in order to meet 
competition and reduced consumption 
on account of business depression, un- 
employment, etc., had resorted to the 
use of “Sugar Items” to an even great- 
er extent than usual, Mr. Westberg 
closes his article with the following 
burst of praise for the methods of his 
own organization and subtle slap at the 
regular: dealer: 

“The Eastern States Farmers Ex- 
change is endeavoring to render a com- 
plete and consistent service. In the 
building of prices, each item bought for 
members carries the costs entailed in 
purchasing and distributing it. The 
policy has never been followed, nor in 
cooperative work should it be followed, 
of penalizing one farmer or one group 
of farmers, to bait another. The Ex- 
change is rendering a selective buying 
service by selecting commodities with 
the consumer’s best interests in mind, 
and is delivering them to him on a con- 
sistently low distribution cost. For this 
reason, farmers can do themselves a 
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good turn buying ‘Sugar Items’ of- 
fered at or below cost of distribution 
and purchasing through the Exchange 
the grains and mixtures to which deal- 
ers add the costs and profits the ‘Sugar 
Items’ should bear.” 

Credit vs. Cash 

In the December issue of the Cooper- 
ator, the editors make the following 
comment on the conclusions drawn by 
Prof. E. H. Rinear, of the University 
of New Hampshire from a survey he 
has been conducting for the last three 
years. 

“Credit at 89 grain stores in New 
Hampshire in cne year cost patrons ap- 
proximately $60,935 more than banks 
would have charged, according to E. 
H. Rinear, assistant agricultural econo- 
mist at the University of New Hamp- 
shire. 

“In an address Rinear explained that 
store credit is expensive and is not paid 
for entirely by the credit customer. Part 
of the burden of credit business is borne 
by the purchaser who pays cash for his 
feed, because the dealer cannot place 
all responsibility of credit business on 
the man who buys under that system 
and the margin of sales expense is 
boosted for ‘all customers. 

“The Eastern States Farmers Ex- 
change does a cash business, and, being 
free from risks of credit dealing, is able 
to pass the saving along to all mem- 
bers in proportion to the volume of 
their purchases. ‘Because it adheres to 
this system of cash distribution, it does 
not find itself in the unjust position of 
forcing men of good pay to partially 
sustain the losses incurred by selling 
to individuals who are poor pay.” 

Readers of The Feed Bag will re- 
member that a few months ago we 
caused to be published in its columns 
a photographic reproduction of a letter, 
circulated by an Eastern States agent 
who is also a director of the exchange, 
in which he defined the conditions un- 
der which continuation of a credit busi- 
ness on his part would: be maintained. 
Probably Eastern States agents are to- 
day doing about as much credit busi- 
ness as are the regular dealers in pro- 
portion to volume. Prof. E. A. Perre- 
gaux, of the Connecticut Agricultural 
college at the last meeting of the Co- 
operative Institute, displayed a series of 
charts describing the amount of credit 
done by car door agents, the length of 
time certain accounts were carried and, 
if we remember correctly, the actual 
losses to the agent in some cases by 
bad accounts. 

We have no objection to the Eastern 

(Continued on Page Forty-nine) 
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ARCADY NEWS 


Supplement To 
The Feed Bag 


PUBLISHED BY THE ARCADY FARMS MILLING CO., Cutcaco 


ARCADY OPENS NEW FEED PLANT 


Enlarged Plant 
Will Speed 
Service 


TANDING a sentinel to 
the men and. machines 

busy within its walls and 
symbolizing progress, im- 
proved service, higher quality 
and unreserved confidence in 
the future of the feed indus- 
try, the new Arcady Farms 
Milling Co. plant towers ma- 
jestically above its surround- 
ings. Railroad tracks deploy 
about it like a huge fan and 
scores of cars are on track 
ready to rumble away on a 
moment’s notice carrying Ar- 
cady feeds to its many cus- 
tomers. Adequate trackage 
facilities are provided so that 
46 cars can be spotted at one 
time and loaded without an 
intraplant switch. 


The new addition is 10 
stories high and measures 153 
feet from the basement floor 
to the roof top. It has a grain 
storage capacity. of 150,000 
bushels and is equipped with 
nine elevator legs with a ca- 
pacity of 40,000 bushels. 


Let us take a tour through | 


the new plant and observe its 
(Continued on Page Two) 


Commercial Feed Enterprise 
Developed from Dairy Farm 


VER 20 years ago the 

first herd of purebred 

Guernsey cows in the 
Middle West was assembled 
on a farm at Lake Forest, Ill. 
They were a new breed to 
the American farming popu- 
lation of the locality and spec- 
ulation was rife as to their 
popularity as milk producers. 
Two hundred imported pedi- 
greed cattle constituted this 
herd on Arcady Farms, the 
estate of Arthur Meeker. 

Commercially mixed feeds 
were unheard of for such a 
herd in those days. The few 
cow feeds then available had 
not succeeded in winning the 
complete confidence of the 
farming public. Certainly not 
the approval of men whose 
lives were spent in mixing 
feeds on the barn floor. 

But the necessity of care- 
fully mixing a feed for this 
outstanding herd and the re- 
sponsibility felt by the super- 
intendent and his helpers for 
establishing the Guernsey 
reputation in the Middle 
West were reflected in the 
splendid results that were 


produced in the years that 
followed. 

Two feeds were perfected 
in those early days on Arcady 
Farms. One a 15% protein 
ration. The other a pure 
24% ration. 

The most perfected machin- 
ery of the times was installed 
in the feed house to assist as 
far as possible in keeping the 
feeds uniform. But the best 
then could be classed as very 
mediocre compared to the 
ideal milling conditions under 
which these feeds are pre- 
pared today. 

By the close of the second 
season of tests and exhibi- 
tions the herd had earned a 
reputation which caused envy 
and anxiety among the most 
prominent feeders and breed- 
ers of the day. The neigh- 
bors called by the dozens to 
visit the herd and examine 
the feeding practices in use. 

As early as 1908 special ar- 
rangements were made so 
that the neighbors could se- 
cure their feeds from Arcady 
Farms. They reported excel- 
lent gains in production. The 


$260,000 Spent 
To Increase 
Capacity 


ITH complete confid- 
W ence in the continued 

growth of the mixed 
feed industry, Arcady this 
month celebrates the opening 
of its new Chicago plant. 

Started in July, when gen- 
eral business conditions op- 
posed expansion of any kind 
to most firms, the new plant 
was built and started opera- 
tion with general business 
conditions still at their worst. 

A good answer to the con- 
struction of the new plant at 
such a time has just been re- 
leased by the United States 
bureau of census, December 
31, which shows an increase 
of 28.06 per cent in the sales 
of prepared feeds, compared 
to the last census figures of 
1927. 

The executives of the Ar- 
cady Farms Milling Co. feel 
that while only some 20 years 
old, the mixed feed business 
is still in its infancy and that 
the recent rate of increase is 
going to be maintained and 
probably increased during the 
next decade. 

The history of Arcady, giv- 
en you in adjoining columns, 
shows continuous growth and 
increase in tonnage. The new 
plant represents an_ invest- 
ment of $260,000.00 which the 
Arcady organization feels will 
be more than justified in the 
future thorough promotion of 
the sale of Arcady’s complete 
line of mixed feeds in the 
eastern half of the country. 


eyes of the local farming 
community then turned to the 
feeds of Arcady. A few se- 
cured the formula and tried 
mixing their own, but being 
reluctant to install the neces- 
sary machinery and lacking 
the necessary experience 
found it impossible to dupli- 
cate either the records or the 
feed of the Arcady Guernsey 
farm. 

With such a spreading de- 
mand the small capacity of 
the farm feed house was soon 
overtaxed. Too, it soon be- 
came apparent that the farm 
and feed mill did not operate 
smoothly together. Indeed 
many farmers since 
found the illogic of such op- 
erations. 

(Continued on Page Four) 


| 
| 
} 
| 
| 
| | 


Page Two 


ARCADY NEWS 


Arthur Meeker 
The Company’s Founder and Owner 


New Plant 


(Continued from Page One) 


interior workings. As we en- 
ter the building we can hear 
the busy drone of machinery. 
The latest and most modern 
types of equipment obtainable 
have been installed. 

We descend into the base- 
ment of the building and here 
observe an elaborate cotton- 
seed unit which hums in dili- 
gent tones as it swallows 
large slabs of cottonseed cake 
and in several processes pre- 
pares them for mixing into 
rations. Before us is a_cake 
breaker which smashes the 
slabs into small particles. As 
the cottonseed comes out of 
the breaker it passes over a 
magnetic separator which re- 
moves all metal that may 
have accidentally found its 
way into the product. Then 
the broken cake tumbles 
down upon a conveyor which 
carries the particles into the 
maw of a large grinder which 
reduces them to a fine meal. 
From the grinder the meal is 
spouted into a _ conveyor, 
which elevates the product 
into a series of bins, each 
having a capacity of 1,000 
tons. 

We proceed to another sec- 
tion of the building where we 
observe a battery of machines 
and conveyors. This is the 
new scratch feed unit where 
whole grains are cracked 
into sizes which make it pos- 
sible for little chicks to con- 
sume them and are mixed in 
the proper proportions. The 
cracked grains move in uni- 
form quantities on feeders 
which drop their continual 
cargo on a large conveyor. 
The cracked grain then passes 
over a magnetic separator 
where all tramp iron is re- 
moved. As the grains leave 
the separator they drop into 
an elevator leg which carries 
them upward and through an 


| aspirator 
| dust from the mixture. 


W. D. Walker 
First Vice President and General Manager 


that removes all 
Thus 
the stream of scratch feed 
moves on into an automatic 
scale which has a capacity of 
15 bags per minute. From 
the scale the feed passes into 
a bagging unit and the bags 
are then placed on another 
conveyor which carries them 
to the loading dock ready for 
shipment. 

After observing this com- 
plete operation we proceed to 
another section of the build- 
ing where we see a 2-ton 
batch mixer, which is used 
primarily for mixing Arcady 
horse feeds and also serves 
as an auxiliary unit for turn- 
ing out special orders of other 
feeds. From this mixer it is 
possible to run the feeds into 
duplex agitators and apply 


molasses to them. The mo- 
lasses equipment includes 
reels, magnetic separators, 


feeders, regulating and weigh- 
ing units, heaters and scales. 
The entire unit has a capa- 
city of eight bags per minute. 
Conveyors are conveniently 
located in all parts of the new 
plant wherever it is necessary 
to move grain, ingredients, 
mixed rations or sacks. They 
operate smoothly and quietly 
and help reduce labor costs 
to a minimum, enabling Ar- 
cady to produce feeds at low- 
er costs. Easy access to the 
various floors may be gained 
by the working men on the 
man lift which runs the en- 
tire height of the building. 
While the new plant oper- 
ates with diligent rhythm the 
old. Arcady mill hums merrily 
on in unison. It adjoins the 
new structure on the north, 
and a large conveyor con- 
nects the operations of the 
two buildings. The old sec- 


tion next to the new plant 
houses the dairy feed unit and 
in another structure adjoin- 
ing is the old mash feed plant 
which still continues to oper- 
ate to the maximum of its 
capacity. 


Weller Metal Products Co. 


505 UTILITIES BUILDING 
CHICAGO... ILLINOIS 


rN 


Elevator Legs 


Loading Spouts 
and all 
Metal Work 


Supplied for New Riverdale Plant 


Arcady Farms Milling Co. 


CHICAGO, ILLINOIS 


LINK-BELT 
Silent and Roller 


Chain Drives 
are used exclusively in 
the new elevators of the 


Arcady Feed Plant 


at Riverdale, 


S. T. Edwards & Co., Engineers 


CHICAGO 


LINK-BELT COMPANY 


CHICAGO .. INDIANAPOLIS .. PHILADELPHIA 


Offices in principal cities 
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ARCADY NEWS 


Fire destroyed the Roundout mill in 1918. Within one 
month, however, construction of a new, modern mill was 
proceeding rapidly at Riverdale, near Chicago, Ill. 


The first Arcady Mill started operations at Roundout, IIl1., 
in 1913. An old grist mill was enlarged to manufacture a 
maximum capacity of 100 tons of feed a day. 


Original Arcady plant at Riverdale, Illinois. 


E. P. STRANDBERG CoO. 
232 EAST ERIE STREET 


CHICAGO,ILLINOIS 
SUPERIOR 0437 


CONTRACTORS 


BUILDERS OF THE NEW 


ARCADY FARMS MILLING 
COMPANY Feed Manufacturing 
Plant... .. Riverdale, Illinois 


S. T. Edwards & Co. Inc. 


110 NORTH FRANKLIN STREET 
CHICAGO ... ILLINOIS 


FEED 
SYSTEM 


ENGINEERS 


» 


DESIGNERS OF THE NEW 


Arcady Farms Milling Company 
Feed Manufacturing Plant 
» RIVERDALE »» ILLINOIS > 


Page Three 


‘ j 
| 


Page Four 


ARCADY NEWS 


FEEDIXIE 


—the Master Mill 
for Grinding Feeds 


Installed in the New Plant of the 


ARCADY FARMS MILLING CO. 
Chicago, Illinois 


HAMME RMILis 


Py 


DIXIE MACHINERY 
MANUFACTURING CO. 


4215 Goodfellow Ave., St. Louis, Mo. 
Chicago Office: 236 N. Clark Street 


W. A. JONES FOUNDRY 
& MACHINE CO. 


4401 ROOSEVELT ROAD 
CHICAGO ILLINOIS 


Speed Reducers 
V Belt Drives 
Shafting 
Clutches 
Pulleys 


Vv 


SUPPLIED FOR NEW RIVERDALE PLANT 


Arcady Farms Milling Co. 


CHICAGO, ILLINOIS 


Arcady Line Includes Feeds 
for All Livestock and Reutty 


RCADY FARMS Mill- 
A ing Co. manufactures 

animal and poultry 
feeds—exclusively. The for- 
mula of each feed was not 
the result of luck, or read out 
of a formula book, but com- 
piled scientifically—tested and 


retested until the desired 
maximum feeding results 
were secured. Before the 


feed was passed on to the 
trade, all guess-work had 
been eliminated. 

As each particular feeding 
need presented itself, Arcady 
met it with a tested and 
proved feed for the particu- 
lar purpose. The Arcady per- 
sonnel is made up of men 
who are thoroughly posted 
and especially trained in the 
business of feeds and feeding. 
They are constantly engaged 
in research work, anxious to 
pass on to their ever-increas- 
ing trade whatever they find 
will give the feeder better re- 
sults on an economical basis. 

The Arcady-Wonder line of 
high quality feeds offers the 
dealer, who 1s anxious to 
serve his trade honestly and 
conscientiously, a mixed car 
service with the most com- 
plete assortment of reliable 
feeds manufactured today. 
The Arcady-Wonder line to- | 
day, includes the following: 

Dairy Feeds 
Arcady 32% 
Wonder 24% 
Milkers Ready Ration 22% 
Old Colony 20%, with bt. plp 
Arcady—Sweet Sixteen—16% 
Advanced Registry 25% 
Arco 24% 
Producers Ready Ration 20% 
Peerless Milk Ration 20% 
Provo 16% 

Stock Feeds 
Arcady Stock Feed 
Arcady Sugared Stock Feed 
Wonder Sweet Lasses Feed 

Poultry Feeds 
Wonder Starting Mash 
Wonder Laying Mash 
Arcady Besbet Laying Mash 
University All Mash Ration 
Wonder Growing Mash 
Arcady Besbet Growing Mash 
Arcady All Mash St. & Grwr. 

(All the above contain Nop- 
co XX Cod Liver Oil.) 
Wonder Scratch Grains 
Arcady Scratch Grains 
Riverside Scratch Grains 
Golden Yolk Scratch Grains 
Sunkist Scratch Grains 
Wender Developing Grains 
Arcady Developing Grains 
Sunkist Developing Grains 
Wonder Chick Grains 
Arcady Chick Grains 
Sunkist Chick Grains 

Hog and Pig Feeds 
Wonder Pig Meal 
Wonder Hog Meal 
Arcady Hog Meal 
Horse Feeds 
Smackover Horse & Mule Fd. 
Arcady Horse & Mule Feed 


F. J. Bradford 
Vice President and Sales Manager 


Special Horse Feed 

Calf Meal 
Wonder Calf Meal 

Rabbit Feed 
Wonder Rabbit Feed 

Pigeon Feed 
Wonder Pigeon Feed 

Poultry Fattening Feeds 

Wonderfat Station Feed 
Wonderfat Shipping Feed 


Arcady History 


(Continued from Page One) 


The grist mill at Roundout, 
a few miles away, then came 
into the picture. It was pur- 
chased in 1913, equipped, en- 
larged, renovated and made 
into one of the most modern 
feed mills of the day. Here 
the needs of the community 
were readily met and the 
wagons rolled away daily 
with their loads of “Arcady 
16%” and “Wonder 24%”. 
Car load shipments were made 
to meet demand from other 
communities and the capacity 
of the plant was steadily in- 
creased to 100 tons per day. 

Then came the _ disaster 
which brought about the 
present Arcady Farms Mill- 
ing Co. One night fire broke 
out in the mill. By morning 
only a mass of twisted iron 
and one steel molasses tank 
remained. 

Within a month construc- 
tion was proceeding rapidly 
on the large concrete mill at 
Riverdale, Ill., on the tracks 
of the I. H. B. railroad, just 
south of Chicago. The loca- 
tion proved ideal. It offered 
direct quick service to all 


points of the country East or 
West and has provided quick 
connection with all points of 
supply. 

The new mill at Riverdale 
was placed in operation dur- 
ing February, 1920. 
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Indians were among the first customers at the original mill shown at the left which is operated by L. L. Streeter 


Sons Co., Inc., Johnstown, N. Y 


The building at the right is the firm’s plant at Fonda, N. 


Progress of Pioneer Feed Firm Based 
On Purpose and Personality 


L. L. Streeter & Sons Co. Johnstown Mill Erected in 1763 
Still Serving Territory Faithfully With Modern Facilities 


NDIANS from the foothills of the 

Adirondacks were among the first 

customers who brought their corn 
to the mill erected by Sir William John- 
son at Johnstown, N. Y., in 1763. Since 
that date, the mill has been in continu- 
ous operation and for nearly three-quar- 
ters of a century has been in the hands 
of the Streeter family, its present own- 
ers. 

The writer had heard reports of the 
progress of the L. L. Streeter & Sons 
Co., Inc., the name under which the 
mill is now operated, and wanted to 
learn why the progress continued un- 
abated during the present business sit- 
uation. The secret was discovered as 
soon as J. B. Streeter, president of the 
company, shook his hand. Purpose 
and personality. These qualities were 
the wonder workers. 

Has Colonial History 

Of course, the history of the old mill 
had to claim first interest. Sir William 
Johnson, its founder, was appointed by 
the English crown to take charge of In- 
dian affairs in the colonies. As soon as 
he settled at Johnstown, the mill was 
erected. Sir Johnson was a veritable 
baron, controlling practically all the af- 
fairs of the village and the surround- 
ing sections. 

In 1835, the original mill was torn 
down and moved to the present site. 
The same timbers were used and much 
of the old hand forged hardware is still 
safely preserved. The loading doors are 
divided and hung on huge hinges that 
reach almost across them. It was to 
keep the chickens, pigs and cattle from 
wandering into the mill and eating the 
feed that the door is divided into two 
sections. The upper half could be left 
open while the lower portion kept the 
farm animals from raiding the grist. 


Mr. Streeter proudly displays the toll 
measure and the original wooden scoop, 
both much worn and repainted. Hang- 
ing on the wall near the office door is 
a section of leather belt with a leather 


Wooden gears attached to wooden shafts 


which were used in the old Streeter mill 
still remain. The original key shown at the 
right is still in use. Below it is an old 
fashioned leather elevator bucket. 


elevator cup still firmly attached. That 
dates back to the days before metal 
elevator cups came into use. It must 
have been a difficult and painstaking 
task to attach the many small cups 
necessary for even a small elevator. 

L. L. Streeter bought the business 
in 1866 and his sons entered his em- 
ploy as soon as they were of age. Later 
a partnership was established under the 
name of L. L. Streeter & Sons, which, 
in 1917, was incorporated. Three plants 
are now in operation, a mill at Fonda, 
N. Y.,-and a store at Gloversville, N. Y. 

With the inspection of the old mill 
finished, I got right down to the busi- 
ness at hand of finding out why this 
firm should have satisfactory business 
when others were complaining. The ar- 
rangement of the mill indicated the 
answer. It was carefully planned to 
avoid loss of time and unnecessary 
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handling. Grinder, cleaners and mixer 
were conveniently grouped. The con- 
trols of the new molasses mixer could 
be reached without taking more than a 
couple of steps from the mixer. 


Takes Time for Planning 


“I believe it is wise to take time to 
carefully plan everything in advance,” 
Mr. Streeter was shouting above the 
noise of the machinery. “We make it 
a practice to study every new situa- 
tion. For instance, we have to draw 
cur molasses from a tank car 300 feet 
away from our mill. We had planned 
to put in ordinary sized pipes, but be- 
fore having the work done we figured 
carefully and decided to double the size. 
Six inch pipes were finally installed, 
and have been satisfactory.” 

You find evidence of purpose and 
thoughtful planning everywhere. Mr. 
Streeter or Julius Wagshall, manager, 
meets all of the customers. A new 
visitor is given a personally conducted 
tour of the building and introduced to 
all the merchandise handled. A pencil, 
jmprinted with the firm name, will be 
slipped into his pocket and timely ad- 
vertising folders are always on hand 
for the prospective buyer. 

Limited credit is extended to selected 
customers but accounts are not permit- 
ted to continue longer than 30 days. 

Credit Limited to 30 Days 

“What happens if they do not pay 
at the end of 30 days?” I questioned. 
“Take a customer's note?” 

“No, sir,” was the emphatic answer. 
“We have not taken a single note in 
30 years. We do not consider a cus- 
tomer desirable who expects the feed 
merchant to be his banker. At the end 
of 30 days we require payment. Fail- 

(Continued on Page Forty-three) 
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LaBudde’s All American 


This Line Holds 


Pearl Ford Kraco Spence Nopco Grade A| |Myles 
Grit Charcoal Milk Sugar Feed] | Flax Screenings | | Cod Liver Oil Dairy Feed Salt 
Semi-Solid 
Buttermilk 
Darling's Nopco White Brand 
Meat Scraps XX Oyster Shells 


Get Our Prices--Straight or Mixed Cars 


LaBudde Feed & Grain Co. 


MILWAUKEE, WISCONSIN 


“Yes Sir,’ More 1931 Profits in Supplying My Trade 
with Douglas Brand of Gluten Feed and Gluten Meal 


Booklet of New Facts 


Now Ready “Excellent Ingredients for My Mixed Feeds’’ 


WELL-KNOWN FEED VALUES — REASONABLE PRICES 


Straight and Mixed Cars Including Protein 


Sweetened Douglas Corn Gluten Feed (10% Molasses) 20% 
Sweetened Douglas Corn Gluten Feed (20% Molasses) 18% 


Douglas Corn Gluten Feed 23% 
Sweetened Douglas Corn Gluten Meal (10% Molasses) 36% 
Douglas Corn Gluten Meal 40% 
Douglas Corn Oil Meal 20% 


Durham Cane Feed Molasses— 
In ‘‘Orange’’ N. R. Drums 


Manufacturers of Sweetened Douglas Corn Gluten Feed since 1926 
TWO ESSENTIAL INGREDIENTS IN ONE BAG 
Which Has Proven to Be Most Useful and Popular 
We use only Durham Cane Feed Molasses to Sweeten our Feeds. 


Sincerely we wish our many friends and customers 


Your Copy Toda 
Py y Goop HEALTH, HAPPINESS and PROSPERITY for 1931 

this booklet, you will find 

acts that are new to you but which are only 

added reasons for the outstanding merits Peniek & Ford, Ltd.. Ine. 


of these popular concentrates which have 


been used in formulating balanced ration me 
feeds for various kinds of livestock and Feed Dep art nt 


poultry and pets for almost three decades. CEDAR RAPIDS IOWA 
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Satisfied Customers Are Boosters 
For Camp Milling Co., Inc. 


Two Brothers Develop Growing Business From Run Down Stand 
Sell Quality Merchandise, Give Special Attention to Service 


‘¢§ OU must be satisfied to satis- 
fy us’, is the slogan that has 
won business and satisfied 

customers for the Camp Milling Co., 

Inc., Walton, N. Y. In 12 years Louis 

F. Camp and his brother, Lee W. Camp, 

have turned a “down at the heel” busi- 

ness into a progressive concern that is 
known far beyond its normal territory. 

“We refuse to sacrifice the quality of 
our goods because somebody else is 
selling a dollar a ton under our price,” 
the brothers said. “We started our busi- 
ness on that principle and we shall al- 
ways continue it. It has been one of 
our laws that the customer is generally 
right and, with one or two exceptions, 
the rule has worked out.” 

Filled with business enthusiasm and 
the high ideals that are exemplified by 
the business code outlined above, the 
two young men bought out the W. R. 
Kilpatrick Co., Inc., in February, 1919. 
Louis was 28 and his brother Lee, only 
23. Starting as a partnership, under 
the name of The Camp Co., they de- 
veloped a business policy on which to 
base their relationship with customers. 

Modernize Old Mill 

First of all they decided to furnish 
the best possible service. That decid- 
ed, they appraised their equipment and 
found it was badly run down and much 
of the machinery practically worn out. 
Steam power was used and even the 
smaller machines took their power from 
a 40 h. p. engine. It was necessary to 


maintain a fireman, thus adding to the 
overhead. The antiquated steam engine 
also increased their insurance rate. It 
was decided to discard the old equip- 
ment as fast as possible, replacing it 
with modern machines and to remodel 
the buildings. 

Off came their coats, up went their 


By W. A. Stannard 


sleeves and, with their regular employ- 
ees, they have transformed the plant. 
The work is still going on and every 
year new improvements are made to 
meet the changing trade conditions. The 
young men learned many valuable, but 
costly lessons in the first months in the 
feed business. 
An old fashioned 
burr buckwheat 
mill was part of 
t he equipment 
they bought for 
$500. At the end 
of one year they 
found the actual 
buckwheat ground 
did not pay for 
the new screens, 
electric power, 
and other costs. 
The mill was dis- 
carded. 

“We cannot af- 
ford to operate 
any equipment 
unless it pays 
for itself and re- 
turns a profit,’ the brothers decided. 


Today the only machine that remains 
from the original purchase is a cob 
crusher which was retained to regrind 
goods that might become caked. The 
buildings have been enlarged to handle 
1,000 tens of bag feed and 500 tons of 
bulk feed and grain. The plant is 200 
feet long from office door to the end 

of the mill and 
across the street 
“mem: there is a con- 
crete block store- 
house with 4,000 
square feet of 
floor space. In 
the latter build- 
ing loading is 
done with a port- 
able stacker that 
carries the bags 
18 feet high to 
the eaves. The 
coal elevator can 
store 1,200 tons 
of hard coal. 

Among the 
present equipment 
is a 3,000 Ib. batch 
mixer, a 2-ton 
mixer, with molasses outfit and a 40 h. 
p. attrition mill. A 12,000 gallon storage 
tank permits the buying of molasses in 
tank cars. The mixing service has at- 
tracted trade. Dairy rations, mashes 
and scratch feeds are made at the mill 
and custom mixing for which a charge 
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is made helps the farmers to use their 
home grown grains. 

Service is a big word at the Camp 
mill. The partners are constantly adopt- 
ing new and better methods to improve 
their service. They pride themselves on 
being the first in their section to install 


Above is the remodeled and modernized 
plant of the Camp Milling Co., Inc., Wal- 
ton, N. Y. The lower picture shows the 
modern, concrete warehouse, located across 
the street from the main building. 


power mixers and the first to offer a 
delivery service. A charge is made for 
deliveries. 

“A satisfied customer is our great- 
est advertisement,” the brothers agree. 
“It costs a little more in money and 
effort to make them satisfied, but it is 
worthwhile. We buy only the best 
feeds obtainable. We grind them finer 
than the average mill. The extra wages 
and power cost money, but what is that 
compared to the satisfied customer who 
goes out among his friends and proud- 
ly tells them that he gets results from 
Camp’s feed?” 

Keep Accurate Records 


“Every modern office device has been 
installed to keep the records complete 
and accurate. Better office methods have 
worked wonders for our business.” The 
Camp brothers’ bookkeeping machine 
kéeps the customers’ accounts available 
at a moment’s notice. At a glance they 
can tell the firm’s bank account. Ask 
them how much they have in accounts 
receivable and in notes and they can 
give the figures instantly. 

Each customer is urged to keep his 
duplicate slip so that he will know the 
amount of his account. That avoids 
disputes and misunderstandings. A pink 
credit slip is issued for all cash paid 
in and for bags returned for credit and 

(Continued on Page Forty-seven) 
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Doughboy 
% 
Dairy Ration 


Help your feeders get the most 
for their money by suggesting the 
use of Doughboy 35% Dairy Ration 
with home grown grains. Dough- 
boy 35% Dairy Ration contains 
four high protein feeds besides. wheat 
bran, gluten feed, molasses and a 
complete mineral feed. It contains 
no screenings or other filler and is 
properly balanced to assure econom- 
ical milk production. Write for 
copy of our circular with suggested 
formula for mixing home grown 
grains and Doughboy 35% Dairy 
Ration. 


The New Richmond Roller Mills 
Co. manufactures a complete line of 
Doughboy dairy, cattle, poultry and 
hog feeds. 


“Look for the Soldier on Every Sack’’ 


NEW RICHMOND, WIS. 
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New Richmond Roller Mills Co. 


Gruendler Molasses Process 


Gruendler can now furnish you witha complete COLD 
MOLASSES FEED PLANT on terms that your in- 
creased profits will carry. 


Cattle, hogs, sheep, horses and poultry will eat al- 
most anything that has molasses on it and they will 
do better. It has been proven that 95% of show 
stock have been fed with some kind of Molasses Feed. 


You will serve your community and your customers 
better if you make your own sweet feeds using 
locally grown grains and hay and your product will 
be fresh. 


A sweet feed plant is not expensive and now, with the 
terms Gruendler can give you, you cannot afford to 
wait any longer. Write for our latest literature and 
details. We furnish everything. 


Gruendler Crusher & Pulverizer Co. 
2915-17 N. Market St. St. Louis, Mo. 


the 


The Jacobson Universal 

Feed Grinder, the ideal “‘all 

purpose’”’ grinder for mill or elevator when 
all kinds of materials are to be ground. 


Jacobson Grinder owners are generous in their praise of the 
performance of their Jacobson Grinders. Each new Jacob- 
son installation adds to the growing list of reports of im- 
proved service to customers and lower operating and 
maintenance costs. 


There’s a Jacobson Grinder built to suit your particular 
needs. Why not get the facts today? 


The Jacobson “Universal’’ Grinder 


The Universal is a popular model of the Jacobson line, es- 
pecially with grist or feed mills where a great variety of 
materials are ground. Handles small grains screenings, ear 
corn, roughage stocks, corn shucks and snapped corn, 
easily, smoothly and quickly. Made in three belt drive 
and three direct connected models, requiring 30 to 75 h-p. 
Sold complete with electro magnetic separator, bagger, 
ventilator and all other equipment. Write for booklet and 
details of our Free Trial Offer. 


A.E. Jacobson Machine Works, Inc. 


1094 Tenth Ave. S. E. Minneapolis, Minn. 


Kipp-Kelly, Ltd., Winnipeg, Man., Canadian Representative 
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Editor Visits Cod Liver Oil Plant 
Discovers 
Many Wonders 


By David K. Steenbergh 


E’VE heard about cod liver oil 

for many years but we never 

really knew anything about it 
until we visited the headquarters and 
plant of the National Oil Products Co., 
at Harrison, N. J. We entered the 
Nopco office as a skeptic. We left, after 
a two-hour visit taking in the entire 
property, thoroughly sold on cod liver 
oil and marveling at the almost unbe- 
lievable thoroughness and _ minutely 
exact devotion to detail which the com- 
pany we visited exercises in serving the 
feed industry as a supplier of cod liver 
oil. 

The physical properties of the Nation- 
al Oil Products Co. are both extensive 
and impressive but its greatness is due 
to what it does rather than to what it 
is. This is perhaps as it should be for, 
similarly, the value of cod liver oil lies 
in what it does and not what it is. Cod 
liver oil is valuable when the vitamin 
D, of which it is a carrier, permits ani- 
mals to which it has been fed to assimi- 
late the mineral elements of their ra- 
tions and build bone tissue and in the 
case of poultry to form fine textured 
and strong egg shells, to improve the 
hatchability of the eggs and to increase 


Section of Nopco laboratory where cod liver 
oil is tested on Albino rats for vitamin 
content. 


egg production. The National Oil Pro- 
ducts Co. believes thoroughly in con- 
trolling and guaranteeing the effective 
vitamin D potency of the cod liver 
oil which it supplies the feed industry. 


Zucker Supervises Laboratory 

The greatness of the National O11 
Products Co. had its beginning in the 
vision of its executives and centers in 
the company’s biological control labo- 
ratory. The laboratory is under the 
general supervision of Dr. Theodore F. 
Zucker, associate professor of pathology 
at Columbia university, and immediate- 
ly in charge of F. D. Baird, a graduate 
of Cornell university. How the labora- 
tory operates can best be explained by 
tracing a shipment of cod liver oil from 


the time it arrives at the plant until it 
is sold and delivered for use in mixed 
feeds. 

Figures published by the United 
States department of commerce indicate 
that importations of cod and cod liver 
oil for the first six months of 1930 were 
20,534,250 pounds. Of this amount 
7,934,750 pounds, 38.5 per cent of the 
total, were imported by the National 
Oil Products Co. This oil is shipped 
to New York by steamer and is light- 
ered to the company’s docks on the Pas- 
saic river at Harrison where it is 
dumped into receiving tanks. 

Let us say a shipment of 500 barrels 
has just been dumped into the receiv- 
ing tanks at the docks. From the re- 
ceiving tanks, the oil is pumped to the 
plant where it is forced through huge 
filter presses to remove all liver part- 
icles and foreign material. The oil, now 
clear and of a golden brilliancy, is then 
stored in 500 or 1,000 barrel tanks, 
where it is thoroughly agitated so that 
every drop is of the same consistency 
and potency. 

Assays for Vitamin A and D 

A representative bulk sample is drawn 
from a tank and it is upon this sample 
that the laboratory control work is 
started. The first tests are of a chemi- 
cal nature to determine whether or not 
the cod liver oil meets certain stan- 
dards of chemical purity as set forth 
in the United States pharmacopoeia. If 
it meets these specifications, it is then 
ready for biolegical assay to determine 
its vitamin A and D content. The rep- 
resentative bulk sample is tested for 
vitamin A and D on albino rats and 
again for vitamin D on chicks, day-old 
to eight weeks of age. 

The feed industry buys cod liver oil 
principally for its vitamin D content so 
let’s see how the vitamin D tests are 
conducted. A group of 15 uniform al- 
bino rats of weanling age, raised in the 
Nopco breeding colony and weighing 
from 40 to 50 grams each, are used for 
the first vitamin D assay. The rats 
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Birdseye view of National 
Oil Products Co. plant, Har- 
rison, N. J 


all receive the Steenbock diet 2,965 
which, when fed alone, invariably pro- 
duces a rachitic condition in rats in 
21 days. Three of the rats are used 
as a control and receive only the Steen- 
bock diet. The other 12 rats are di- 
vided into groups of three and receive 
the Steenbock diet with different per- 
centages of the oil to be tested mixed 
into this diet. These diets are fed to 
the rats for 21 days at which time all 
the animals are killed and the left tibia 
(leg bone) of each is taken, split and 
photographed. By comparing the pho- 
tographs of the different groups, it is 
observed that the controls show a se- 
verely rachitic condition. The others 
will show a trend toward the normal 


In this section of the Nopco laboratory ex- 
periments are conducted with cod liver oil 
on poultry. 


as the percentage of oil increases, un- 
til finally the protective dosage is 
reached. This produces a normal bone 
structure. 
Tests With Baby Chicks 

Thirty day-old chicks are used for 
the second vitamin D test. They re- 
ceive an all-mash basal ration that is 
complete in ali essentials except the 
vitamin D factor. Fifteen of the chicks 
receive nothing but the basal ration. 
the other 15 chicks receive the basal 
ration plus a percentage of cod liver 
oil, the percentage depending on the 
grade of oil being checked. Ali chicks 
are raised in battery brooders in a win- 
dowless room without sunlight, thereby 
permitting absolute control of the anti- 
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vachitic factor. Individual weight rec- 
ords are kept for each chick on test. 
At the end of eight weeks, the chicks 
are killed and the left tibia of each is 
taken, split and photographed. The 
bones of the chicks receiving only the 
basal ration must show a rachitic con- 
dition and those receiving the, cod liver 
oil must show normal structure and pro- 
tection against rickets. 

In addition to the above tests for vita- 
min D potency, each lot of oil is tested 
on albino rats for vitamin A potency in 
accordance with the method specified in 
the United States pharmacopoeia. Lack 
of space, however, prohibits describing 
these tests in detail. As a matter of 
fact, vitamin A as supplied by cod liver 
oil to a ration is not of so great im- 
portance as vitamin D for the reason 
that vitamin A is found in abundance 
in many other ingredierits. 

With knowledge gained from the tests 
just described, the National Oil Pro- 
ducts Co. is able to guarantee that a 
properly balanced feed including its 
definitely recommended percentage of 
Nopco cod liver oil will positively as- 
sure protection against rickets. With a 
patented process invented by Dr. Zuck- 
er, the same company is able to extract 
a concentrate of vitamin D from cod 
liver oil, and to use the concentrate 
thus obtained to increase the vitamin 
D potency of other cod liver oil which 
it markets in three grades as Nopco X, 
Nopco XX, and Nopco cod liver oil— 
fortified in vitamin D potency. The 
percentages of these super-potent cod 
liver oils necessary to guarantee pro- 
tection are naturally smaller than when 
ordinary cod liver oil is used. 

Super Potent Cod Liver Oil 

From the storage tanks where we left 
our typical shipment of oil after it had 
been filtered and mixed, certain lots of 
oil are returned to the plant so that 
the vitamin D element may be extracted 
and used to increase the vitamin D pot- 
ency of other lots of cod liver oil. The 
concentrate, because of its extreme pot- 
ency and the minute quantities which 
would be required in a given amount 
of feed cannot be thoroughly and even- 
ly distributed through a batch of feed 
and it is, therefore, necessary to use 
this concentrate to increase the vita- 
min D potency of other lots of pure 
cod liver oil. Before the mixed super- 
potent cod liver oil is guaranteed to 
the feed industry, however, it is again 
tested using the same biological assays 
which we have already described. The 
fortified oil, like the natural oil, is kept 
in storage tanks from where it is drawn 
as needed to be sold in cans, drums 
and, to large feed manufacturers, in 
carloads and tank cars. 

The National Oil Products Co. plant 
at Harrison, N. J. covers an entire city 
block and includes a battery of tanks 
where cod liver oil is stored, awaiting 
and after tests, having a capacity of 
approximately 700,000 gallons. A new 
four-story building and other units have 
been recently completed at a cost of 
$250,000 and were dedicated in Decem- 
ber. They are of fire-proof brick and 
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The bone at the left is from a chicken receiving cod liver oil containing vitamin D. 
normal in every respect. at sh 
vitamin D. Note its unhealthy, rachitic condition. 


steel construction and provide 25,000 
square feet of additional floor space. 
The company’s offices will occupy one 
floor. Two floors will be devoted to 
the extensive laboratories. These in- 
clude an analytical laboratory, a plant 
control laboratory, a research and de- 
velopment laboratory and the biological 
laboratory. The other floor and the 
basement will be used for housing the 
printing and the addressograph depart- 
ments, for storage of finished products 
and for shipping. 

Completely Equipped Laboratory 

The biological laboratory is one of 
the best of its type in the country. It 
is completely equipped to conduct bio- 
logical assays. A stock rat colony to 
supply the experimental rats was start- 
ed early in 1929 and this colony now 
has a potential capacity of more than 
80 young weanling rats per week. The 
colony supplied 1,169 weanling rats for 
test purposes during its first year. The 
laboratory does considerable special 
work for feed manufacturers and. other 
customers in addition to taking care of 
the routine tests on Nopco cod liver 
oils. 


Salzer Elected to Head 
Wisconsin Seedsmen 


Kenneth Salzer, Salzer Seed Co., La 
Crosse, was elected president of the 
Wisconsin Seed Dealers association, at 
the annual meeting held at the Mil- 
waukee Athletic club, December 9. T. 
H. Cochrane, T. H. Cochrane Co., 
Portage, was re-elected vice president, 
and G. H. Hunkel, G. H. Hunkel Co., 
Milwaukee, was chosen secretary and 
treasurer. 

Means of educating farmers to pur- 
chase their seeds from reliable dealers 
only, were discussed. Some definite 
plan is expected to be formulated soon 
im cooperation with the Wisconsin seed 
council. 

Directors of the association elected at 
the meeting were William Knauf, 
Knauf & Tesch Co., Chilton; Henry 
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The bone at the right is from a chicken which did not receive 


The National Oil Products Co. was 
started in a modest way just short of 
28 years ago. Its principal business -has 
been supplying cod and cod liver oil 
and animal and vegetable oils for in- 
dustrial purposes such as tanning, tex- 
tile processing, paint manufacture, etc. 
It is the manufacturing department, in- 
cidentally, which sells the spent cod 
liver oil from which the vitamin D 
has been extracted. Having a ready 
market for the spent oil helps to make 
possible the production of super-potent 
products for the poultry and animal 
feeding indusiries on an _ economical 
basis. 

Nopco has been supplying oil to the 
feed industry for less than five’ years 
but in this time it has enrolled thou- 
sands of feeders and over 500 feed man- 
ufacturers as customers. John H. Bar- 
ton, vice president of the National Oil 
Products Co., is in charge of the feed- 
ing oil department with Leslie M. 
Brown as director of sales. Other of- 
ficers of the company are M. A. Rich- 
ards, president; C. P. Gulick, treasurer 
and general sales manager, and G. D. 
Davis, secretary. - 


Michels, Fond du Lac, and Max Tew- 
eles, L. Teweles Seed Co., Milwaukee, 
W. Kellogg, Kellogg Seed Co., Milwau- 
kee, Mr. Salzer and Mr. Knauf were 
named members of the seed council of 
the organizaticn. 


JOE STRAUB, Lomira Elevator Co., 
Lomira, Wis., and Dave Rosenheimer, 
Kewaskum, Wis., recently made an auto 
trip to California where they visited 
with Mr. Rosenheimer’s son. They re- 
port a nice trip and especially enjoyed 
their tour of Hollywood. Joe is plan- 
ning on entering the movies if he can 
sell his $500 mule. 


THOMAS WILSON’S SONS, Marl- 
ette, Mich., whose elevator was des- 
troyed by fire in October, have moved 
a warehouse to the site formerly occu- 
pied by the elevator and are installing 
feed mill equipment. 


Re 


gate opens, tramp 


When automatic 


iron held by mag- 
net drops through. 


There is a Dings Separa- 
tor for every separation 
problem—ask about the 
Magnetic Pulley and 
Type X for high produc- 
tion. 


F it isn’t a Dings it isn’t a ‘‘High Intensity”’ 

separator! A separator that doesn’t get all 

the iron is as bad as no separator at all and 
your money is wasted. 


Dings ‘‘High Intensity’? magnetic separators bring you 
features that are not incorporated in any other separator 
designed for the industry and a magnetic strength that 
will catch and hold any piece of iron capable of passing 
through the spout. 


Don't let your competitor get the business by advertising - 
an iron free product. Write today and ask about Dings 2 
sure protection. 


Dings Magnetic Separator Co. 


704 Smith Street Milwaukee, Wisconsin 
‘ ESTABLISHED IN 1899 
World’s largest manufacturers of Magnetic Separators 


Boston: 304 Rice Bldg. San Francisco: 273 Seventh Street 
New York City: 50 Church Street Chicago: 332 S. LaSalle Street 


Branch Offices in Other Principal Cities 


thigh Intensity 


MAGNETIG 
SEPARATION 
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Your Community 


e@ You can make more money than you ever dreamed of doing with feeds, and 
at the same time you can save your farmers $15,000 to $25,000 every year. 


e You can do this by making and selling all of the sweet feeds that are used 
in your community. 


@ You can make these 

fresh sweet feeds on the 
new and only iJIRACLE 
SWEET FEED SYS- 
ITEM. You do not have 
toknow anything of mill- 
ing to operate this won- 
derful system and make 
the best of feeds. It is 
so simple that a boy can 
operate it. 


e Here is the biggest 

chance you ever had 
to make money and 
at the same time estab- 
lish yourself in a life time 
business. Take it before 
some one else in your 
community snatches it 


up. 


e The recent 40% reduction in the price of molasses makes molasses far 
away the cheapest feed that you can sell. 


e We furnish you with genuine \]/] ANiJIZED MOLASSES and your feeds 
will be better than any other feeds not so treated. 


e@ Our terms are so easy that you will have no trouble in paying for the 
plant out of profits. 


e Write us at once and get started in this marvelous money making 
business. 


Ask for our books on the Miraele Sweet 


The Angie American Mill Company 


THE WORLD’S LARGEST BUILDERS OF GRAIN GRINDING MACHINERY 
270-300 KENNADAY AVE. OWENSBORO, KY. 
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Gibson Boosts 


Sales Catering 


To Livestock Exhibitors 


ATERING tto exhibitors of live 

stock at fairs is a specialty that 

has been developed successfully 
by J. Gibson & Son, feed retailers, 
Fredericton, N. B., Canada. 

One ‘of the biggest fairs held annually 
in the Northeast is that at Fredericton, 
which is in the midst of an excellent 
farming territory. There are more live 
stock and poultry exhibited at this fair 
than in any other in New Brunswick 
and Maine. 

For several weeks in advance of the 
opening date of the Fredericton fair 
each year, the live stock and poultry 
exhibits are being quartered in the 
sheds on the grounds. J. Gibson & 
Son obtained the list of exhibitors from 
the fair management and wrote person- 
al letters to each. In these letters the 
firm pointed out their long experience 
in the feed business and their ability to 
supply feeders’ needs from a large 
stock of high quality products. It was 
also pointed out that for two weeks or 
more the live stock would be at the 
Fredericton fair and that they had to 
be fed and it was important to give 
them the best of feed, as the quality of 
what the animals and birds ate would 
have a direct bearing on their impres- 
sion upon the judges, when they were 
taken into the ring. 

The fair lasts for eight days, and it 
is necessary to have the stock assem- 
bled in the quarters at least several 
days before the formal opening. The 
Gibsons guaranteed the quality of their 
feed to the exhibitors, and invited them 
to write, wire or telephone the firm be- 
fore shipping the stock from the farms 
to the fair, and informed them that the 
order would be all ready for the ani- 
mals and birds in the respective stalls 
and cages assigned to each of the en- 
tries. 

A list was sent to each of the ex- 
hibitors a week in advance of the for- 
mal opening of the fair. Itemized on 
the list was each type and brand of 
feed sold by the firm and the price. A 
space for writing in the quantity want- 
ed of each item was left on each line. 
The exhibitors were to fill in what they 
wanted and return the list in a stamped 
envelope together with a notation as to 
day and hour the exhibit was expected 
on the fair grounds. If an exhibitor 
were not aware of the definite hour this 
information was obtained from the fair 
management and the local railroad of- 
fices, the latter explaining the hour the 
live stock carrying frains were due at 
the fair plant siding. 

While the exhibitors had their ani- 
mals and birds at the fair, a represen- 
tative of J. Gibson & Son made a tour 
of the cattle, pig and sheep. sheds, 
horse stalls and poultry house each 
morning and afternoon to find out what 
quantities and types of feed were de- 
sired for the next delivery. A motor 


truck was detailed to distribute the feed 
at the fair grounds, making morning 
and afternoon trips. If an exhibitor 
ran out of supplies in an emergency, a 
night trip would be made from the Gib- 
son store and warehouse, carrying the 
feed. The telephone number and ad- 
dress of the Gibson company was 
tacked up in each of the stalls. 

Besides distributing feed to the cattle, 
horses, pigs, sheep, poultry at the an- 
nual fair, J. Gibson & Son solicited or- 
ders for shipment to the fairs held in 
St. Stephen, Woodstock, Chatham, St. 
John and Stanley, all in’ New Bruns- 
wick. Many of the exhibitors traveled 
the, fairs of this circuit with their ani- 
mals and birds, competing for the 
money, cups, shields, medals, merchan- 
dise offered as prizes for the winners 
in the different classes. A _ profitable 
volume of additional business was thus 
obtained by the Gibson company. 


RESTORE OLD MILL 

A grist mill built more than 80 years 
ago in South Milwaukee, Wis., will be 
restored and preserved as a landmark 
by the council of that section of the 
city. The mill was built by Charles 
R. Ahrens in 1851. After operating the 
establishment in partnership for a time, 
Mr. Ahrens bought out his partner and 
continued to run the mill alone. Busi- 
ness increased and it was necessary to 
put two additions on the original build- 
ing. Waterpower was first used but 
later a woodburning steam engine fur- 
nished the power. The mill is con- 
structed of logs which are fastened to- 
gether by pegs. Heavy stones were 
used in grinding grain and are still in- 
tact. The mill was in operation until 
about 15 years ago. 


OTTO F. TANTZER and Bruno Ce- 
fali, who are well-known in feed miil- 
jng circles, were initiated into the Ma- 
sonic order at Ismailia Temple, Buffalo, 
December 8. Noble Tantzer occupies 
an important position with the G. L. 
F., Buffalo, and Noble Cefali owns a 
feed plant at South Wales, N. Y. 


Dealer’s Business Increased 


40 Per Cent 


C. LOWE, owner of Lowe’s Feed 

is Store, Plymouth, Ohio, has 

boosted commercial feed sales 

more than 40 per cent during the past 

six months, by sending out personal let- 
ters, worded as follows: 

(Mr. John Smith), 

Dear Sir: 

What does it cost you to furnish the 
ingredients and mix a feeding mash for 
your hens? 

If the cost is more than $2.60 per 
hundred pounds, you are losing money. 
We can furnish a commercial mash, 
made up of 10 necessary ingredients at 
the above price. We have a dairy feed 
of the same brand for $2.80. Also feeds 
for horses, sheep, and hogs, at prices 
ranging from $2.00 to $4.00 per 100 Ibs. 

Check up on your next batch of feed, 
Mr. Smith, and let us know results. 
We're not giving away any toy bal- 
loons or lollypops as prizes, but your 
answer may save money for both of us. 

J. C. Lowe. 

“There is an established belief among 
many farmers that home-mixed rations 
are less expensive than commercial 
feeds,” Lowe explained. “This opinion 
is slow to yield to ordinary advertis- 
ing methods, and feed sales in my ter- 
ritory finally became so dull that I was 
compelled to try something different. I 
knew from experience that the farmers 
were sincere and that they were hard 
working folks who wanted to save a 
dollar whenever possible, so I prepared 
a few questions on feeds and asked 
them to make their own comparisons. 

“From 80 letters thus sent out, I re- 
ceived 67 replies. Forty-three of the re- 
plies contained figures showing that 
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With Letter 


home-mixed feeds were costing from 30 
cents to $1.00 more per 100 Ibs. than the 
commercial brand I was selling. In 
most cases, the time and labor of mix- 
ing was not considered, and many farm- 
ers expressed surprise when the facts 
were brought home to them by an ac- 
tual comparison. 

“T thanked these folks for their an- 
swers, and a few days later I loaded 
my truck with a few sacks each of sev- 
eral varieties of commercial feeds and 
made them a personal call. This re- 
sulted in orders and a big majority of 
the farmers have since become regular 
customers. 

“TI find that actual comparisons under 
local conditions are worth a ton of 
printed testimonials from distant sour- 
ces. Farmers who are accustomed to 
hand-me-down feeding methods want to 
see the experiments tested on their own 
farms. Letters and personal calls will 
pave the way for comparisons of this 
kind and a feed dealer is sleeping on 
his rights when he fails to grasp the 
opportunity.” 


J. H. DOUGLAS, Chicago, chair- 
man of the executive conimittee of the 
Quaker Oats Co., died at his home in 
Lake Forest, Ill... December 20. He 
was 70 vears old at the time of his 
death and is survived by his widow and 
two sons. 


F. J. BRADFORD, vice president 
and sales manager. Arcady Farms Mill- 
ing Co., Chicago, left January 12 for a 
month’s vacation at Miami: beach, Flor- 
ida. 
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Complete 
Service 


E handle a complete line 
of Feeds and Grain for 
: shipment in straight or mixed 
| cars. Pure Bran, Standard Mid- 
dlings, Flour Middlings, Oil 
Meal, Malt Sprouts, Oats and 
Barley. Write or phone our 
Milwaukee office for up to the | 
minute quotations. 


At Minneapolis we specialize 
in Wheat, Barley, Oats, Rye, 

Corn and Sereenings and can 
give you instant shipment from 
| our Elevators at Minneapolis, 
Red Wing and Winona. Your 
| inquiries will have our immedi- 
ate attention. 


MEMBERS 


Milwaukee Chamber of Commerce 
*Chicago Board of Trade 
Minneapolis Chamber of Commerce 


FROEDTERT 
Grain & Malting Co. 


GRAIN AND FEED 


MILWAUKEE 
Mitchell 5410 


MINNEAPOLIS 
Atlantic 1541 


Operating elevators at Milwaukee, Minneapolis, Winona. 
Red Wing and Savanna. 


Brewers Dried Grains 


(Crown and Hiquality Brands) 
Write or phone for prices 
which are now attractive 


Broadway 4961-4962-4963 


Also at your service when in need of 


Mill Feeds, Gluten Feed, 
Chicken Wheat, Corn 


and Oats 
DONAHUE-STRATTON COMPANY 


Brokers for 
CLINTON CORN GLUTEN—CORN GLUTEN MEAL and 
CORN OIL CAKE:MEAL 


Operating Elevators at 
MILWAUKEE—CHICAGO—PORTLAND, ME. 
ST. JOSEPH, MO.—DEPOT HARBOR, ONT. 


‘Deutsch & Sickert 


Company 


400-402 Chamber of Commerce, MILWAUKEE, WIS. 


REPRESENTATIVE OF 


A. E. STALEY MFG. CO. 


Corn Gluten Feed . . . 23% Protein 
Corn Germ Meal .. . 18% Protein 


Staley’s Soy Bean Oil Meal 
P 40% Protein 


Straight and Mixed Cars 


DISTRIBUTORS 
PILOT BRAND and PURITAN BRAND 
Genuine Oyster Shells 
Write for delivered prices 


Get our CORN and OAT Prices 


Feeds of all kinds also Hay— 
Alfalfa Hay a Specialty 


Use the Phone—Call 


Marquette 3140-3141 
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Prof. F. B. Morrison 


Cornell University, Ithaca, N. Y. 


FEEDS AND FEEDING 


Special Department for Our Readers 


Written exclusively for The Feed Bag 


Prof. J. G. Halpin 


University or Wisconsin, Madison 


Morrison Discusses Minerals 
For Dairy Rations 


N continuing the survey of recent 

experiments in which mineral sup- 

plements supplying calcium and 
phosphorus have been added to dairy 
rations, let us first consider the prac- 
tical feeding tests which have been con- 
ducted over relatively brief periods. Be- 
fore drawing any conclusions from such 
experiments, the following should be 
kept clearly in mind: 

The skeleton on an animal serves as 
a reserve store of calcium and phos- 
phorus. When there is an insufficient 
supply of these minerals in the food, 
the body can draw on this reserve 
store for a considerable period, 
apparently without causing any notice- 
able effect on production or thrift. For 
this reason, we would not expect the 
addition of a calcium or phosphorus 
supplement to the ration of a dairy cow 
to show any marked effect over a brief 
period, unless at the beginning of the 
experiment her body store of these 
minerals was already low. 

Examples of Easy Tests 

The condition is theoretically quite 
different from an experiment to study 
the effect of adding to or subtracting 
from a dairy ration a certain amount 
of total digestible nutrients, or net en- 
ergy, such as would be supplied by a 
few pounds of a good concentrate mix- 
ture. 

If the concentrate allowance of a 
high producing dairy cow is cut in half, 
within a few weeks she will usually de- 
cline seriously in milk production. If 
she has an extreme dairy temperament 
and is in good flesh at the beginning of 
the experiment, she may continue her 
high production, meanwhile drawing on 
her store of body fat for the additional 
energy needed for the energy in the 
milk she produces in excess of the 
amount made possible by the feed she 
is supplied. In this case, she will lose 
in live weight, due to the loss of fat 
from her body, and we will observe 
readily that she is running down in 
condition. 

Short Tests Unfruitful 

At the Delaware station two lots, 
each of four cows, which had been dry 
a comparatively short period, were fed 
a basal ration of concentrates, plus corn 
silage. from November to April. Fine- 
ly pulverized limestone was fed to one 


of the groups at the rate of 3 lbs. per 
100 Ibs. of concentrates. Feeding the 
limestone caused no greater persistency 
of production than in the check group, 
and no improvement over previous lac- 
tations. 

In Scotland, McCandlish conducted a 
brief experiment in which two lots, each 
of four cows, were fed for a period of 
25 days on the same rations, except 
that steamed bone flour was added to 
the ration of one lot. At the end of 
the period, the rations were reversed 
for 25 days, and then reversed again 
for a third period. Adding the bone 
meal had no noticeable effect on the 


Advisory Service 


Let Professors Morrison and 
Halpin solve your feeds and 
feeding problems. Send your 
questions to the Feeds -and 
Feeding Department, The Feed 
Bag, 210 East Michigan street, 
Milwaukee, Wis. Enclose 
stamped, self addressed envel- 
ope for reply. 


production of milk or butter fat. 

These two experiments must be con- 
sidered inconclusive, on account of the 
short duration of the investigations. Let 
us now review trials conducted over 
longer periods: 

Lindsey and Archibald have conduct- 
ed experiments over a period of more 
than six years at the Massachusetts 
station (Bulletins 230 and 255) to study 
the effect of adding either steamed bone 
meal or a mixture of precipitated bone 
and limestone to dairy rations. Bone 
meal was used in the earlier work and 
precipitated bone in the last two years 
of the investigation. Precipitated bone 
supplies dicalcium phosphate, which is 
more soluble than the tricalcium phos- 
phate in bone meal. 

During the first part of the investi- 
gation, the dairy herd of about 14 cows 
was fed mixed grass hay, chiefly timo- 
thy, and a good concentrate mixture. 
During portions of the time, oat straw, 
starch or apple pomace were substituted 
for a part of the hay, to reduce the cal- 
cium supply. One half of the ‘cows 


were fed in addition steamed bone meal 
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at the rate of three to eight ounces 
daily, depending on the milk produc- 
tion. 

At the end of four years it was con- 
cluded that the bone meal had produced 
no appreciable effect on the cows that 
were mature when the experiment 
started. The low mineral ration seemed 
to have affected adversely some of the 
young cows, as shown by their un- 
thrifty appearance and poor appetite. 
There was little difference in milk pro- 
duction, though the evidence slightly 
favored the bone meal group. Each 
group produced about the same pro- 
portion of strong, healthy calves. 

The second phase of the investiga- 
tion was much like the first, except 
that the cows were fed dried apple 
pomace in addition to hay and a con- 
centrate mixture, and in summer were 
fed not over 25 pounds daily of fresh 
green soiling crops (oats, millet or 
corn). One half the herd received in 
addition eight ounces daily per head of 
a mixture of .5 parts precipitated bone 
and 1 part ground limestone. The hay 
was relatively high in calcium for non- 
leguminous hay, containing 0.48 per 
cent calcium. 

No Feeding Value Established 

The mineral supplement had no favor- 
able effect on milk production. The 
only improvements due to the use of 
the mineral mixture were a greater gain 
in weight of the cows fed the mixture 
and slightly better reproduction. These 
differences were so slight that the con- 
clusion was: “It must be emphasized 
that none of the differences between the 
groups was sufficiently striking to war- 
rant as a general recommendation the 
use of the dicalcium phosphate-calcium 
carbonate mixture.” 

The further conclusion is made: 
“Where cows are average producers 
(5,000 to 8,000 Ibs.) and where they are 
fed normally on good quality roughage, 
the need of a mineral supplement is not 
indicated. For heavv producers (10,000 
Ibs. and upwards), it is probably good 
insurance to supply supplemental lime 
and phosphorus, but the efficacy of such 
a practice is by no means established.” 

The Ohio Experiment station has re- 
cently published in Bulletin 455 the re- 
sults of an experiment conducted at the 
Trumbull County Experiment farm for 
a period of nearly six years. In the 
trial 29 cows were used, these being di- 
vided into two groups as nearly equal 
as possible in production. Both groups 
were fed hay (usually timothy and clo- 
ver mixed), corn silage, and a concen- 
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HAINES) 


ANTI-FRICTION DRIVE 


DURABLE 


EFFICIENT 


QUIET 


Smooth, quiet opera- 
tion is essential in a 
mixer to protect your 
investment against "n- 
necessary wear. With 
the Haines Anti-Fric- 
tion Drive you can ob- 
tain maximum service 
at minimum power 
cost. Add to this the 
many time-proven 
Haines advantages for 
thorough, uniform and 
rapid mixing and you 
can fully appreciate 
why Haines Mixers are 
the choice of feed 
dealers everywhere. 


Model No. 1— 
Capacity 40 bushels 


Model No. 3— 
Capacity 80 bushels 


Built with charging hopper 
above or below floor. ng 


Equipped with pulley for belt 
drive or furnished complete 
with motor and speed re- 
duction. 
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trate mixture quite high in phosphorus. 
This usually was 200 lbs. corn, 200 Ibs. 
oats, 200 lbs. wheat bran, 100 Ibs. 
linseed meal, and 100 lbs. cottonseed 
meal. 
from May until October. The forage 
was grown on well-limed soil, so it 
probably was quite high in calcium, 
though no analyses were reported. 

To the concentrate mixture of one 
group was added dicalcium phosphate 
at the rate of 2 Ibs. to each 98 Ibs. of 
the mixture. The addition of the phos- 
phate caused no improvement in pro- 
duction, nor was there any decrease in 
the number of cases of abortion, steril- 
ity, or retained placenta. The cows fed 
the phosphate seemed to conceive a 
trifle more readily, there being a slight 
difference in number of services per 
conception. 

The conclusion is made: “When ra- 
tions containing legume hays and a 
grain mixture containing bran and lin- 
seed meal or cottonseed meal are fed, 
cows probably will not be benefited by 
the addition of dicalcium phosphate.” 

Results of experiments in Arizona 
and Illinois might also be mentioned, 
which indicate the same results. 

Phosphorus Sometimes Lacking 

Investigations in Minnesota, Michi- 
gan, Wisconsin and _ elsewhere have 
shown clearly that limited areas exist 
where the soil is so poor in phosphorus 
that serious breakdowns of cattle often 
result, due to a lack of phosphorus in 
the feed grown in such localities. These 
troubles can be readily prevented by 
supplying bone meal or by feeding a suf- 
ficient amount of a good concentrate 
mixture containing a considerable pro- 
portign of wheat bran, linseed meal, 
cottonseed meal, and other phosphorus- 
rich feeds. Experiments at the Michi- 
gan station have shown that rock phos- 
phate is unsafe to use as a phosphorus 
supplement, apparently due to its high 
fluorine content. 

In summing up the status of this 
whole problem, “Does it pay to add 


calcium and phosphorus supplements to 


the rations of dairy cows?” the follow- 
ing statements seem warranted: 
How to Supply Minerals 

The best way to supply plenty of cal- 
cium to dairy cows is by furnishing 
them an abundance of well-cured le- 
gume hay. Such hay is not only high 
in calcium and in protein, but is also 
rich in vitamin D. Therefore, it aids 
greatly in reducing the losses of cal- 
cium from the body of a high-producing 
cow. 

When plenty of legume hay is fed 
there is probably no lack of calcium. 

When a good concentrate mixture is 
fed, which is rich in feeds high in phos- 
phorus, there is probably no lack of 
phosphorus. 

When little or no legume hay is fed, 
it may be wise to add a supplement 
supplying calcium or both calcium and 
phosphorus. This will cost but little. 
Any of the minerals the cows do not 
utilize will be excreted in the manure, 
and the land will get the benefit. Such 
use of mineral supplements, especially 
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The herd was pastured each year © 


for high producing cows, seems a wise 
insurance until additional long time ex- 
periments have been conducted to settle 
the problem more definitely. 

As has been pointed out previously, 
it is especially important to use a min- 
eral supplement on pasture, for then 
cows seem best able to assimilate cal- 
cium and phosphorus. 


FRENCH LICK AGAIN 

French Lick, Ind., has again been se- 
lected by the American Feed Manu- 
facturers association for the 23rd an- 
nual convention which will be held next 
June 4, 5 and 6. Preparations will be 
started early to make the meeting big- 
ger and better than any preceding 
Further announcements of the 


events. 
convention will be made later. 


(GRIT) 


in this 


| amd pull out 
PROFITS! 


“We're sure of repeat orders when 
we sell Pearl Grit," says a prominent 
dealer in Minnesota. And thousands 
of other Pearl Grit dealers agree. 


Now’s the time to feature Pearl 
Grit. It promotes winter! aying. Our 
advertising in farm and poultry 
aaaion: is telling this to flock own- 
ers. Display Pearl Grit and cash in 
on the demand. 


Cartons Are Fine to Display 


Pearl Products are packed in 10-Ib. 
cartons as well as 100-Ib. bags. You 
can make attractive displays with 
them. That'sa splendid way to tie up 
with our advertising. 


And the cartons save yew the 
trouble of weighing and sacking this 
type of material for small-lot sales. 

ou don’t need to handle these 
patios in bulk. Sell original pack- 
ages on ees to large buyers; 
cartons to small buyers. You make 
more money this way and satisfy 
your customers better. 

Pearl Grit No. 1 is for baby chicks. No. 2 
is for half-grown and mature birds. It's 
clean; rich in calcium carbonate ; made of 
the whitest, purest limestone. No odor or 
flavor. No chance of carrying infection. The 
grits are in the form of pearl-like grains. 

Putin a supply of Pearl Powdered Lime- 
stone, too. It is a very finely pulverized 
material for poultry mashes and for feed- 
ing to livestock. 


If you're not yet carrying Pearl Products, 
ordera supply from your jobber. Or write 
us. ‘t miss out on this profitable busi- 
ness. Putin a stock at once. 


PEARL GRIT CORP. 
303 Bridge St. Piqua, Ohio 


| 
Haines Feed Mixers 
[PATENTED] 
init) EEL 
| 
‘DEARL! 
; THE MIXER THAT REALLY MIXES 
THE GRAIN MACHINERY CO. 
MARION, OHIO 
| WRITE FOR 
BULLETIN 
o-5 
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Many historic parts of the old Streeter 
mill are still retained. bove is an old 
wooden scoop shovel. The half-door was 
used to keep intruding pigs and chickens 
out of the mill. 


Pioneer Firm Serves 


Trade Since 1763 


(Continued from Page Thirty-one) 
ure to pay shuts off further credit. We 
have very little trouble with our ac- 
counts.” 

There was a definite purpose behind 
the credit system. Customers who com- 
plained that their credit was curtailed 
were met with smiles and sensible ex- 
planations of the cash basis on which 
the merchant is required to operate. 
There were a few who argued but most 
of them admitted the wisdom of the 
firm’s policy. 

Advertiser in Newspapers 

Advertise? Yes, the firm has a defi- 
nite plan of keeping its name and pro- 
ducts before the public. The local news- 
papers get most of the advertisements 
on poultry feeds and supplies because 
the greatest number of buyers are in 
or near the cities. Dairy ads are car- 
ried in the farm bureau publications be- 
cause they reach the larger farmers and 
cover a wider area. 

“Do you handle any sidelines?” was 
the next question. Here again the firm 
had adopted a definite practice. Any 
sideline must be profitable. Many dif- 
ferent articles had been considered. Ce- 
ment, gasoline and motor oils are the 
larger commodities handled. 

“Many of our customers buy their 
cement here because it is handy to load 
and saves an extra stop. I found that 
there were seasons of the year when 
our men were not kept busy and I be- 
gan to look for some way to fill their 
time. The result was the gasoline and 
motor oil business.” 

Gasoline Filling Station 

Across the road from the mill and 
cn an important corner, is Streeter’s 
filling station. When work is dull at 
the mill the regular men help out in 
dispensing gasoline. The feed business 
is at low ebb in the summer time and 


that is when the filling station is bus- 
iest. Here again, caretul planning and 
a definite business purpose have reduced 
losses caused by idleness. 

Adirondack brand of horse, cattle and 
chicken feeds are turned out from a 
batch mixer which is never idle. When 
molasses feeds became popular, Mr. 
Streeter lost no time in putting in a 
molasses blending equipment. 

There has been an unusual increase 
in home grown grains in Fulton coun- 
ty this season and farmers are bring- 
ing the grist to the mill to have it 
ground and mixed with other ingredi- 
ents. 

Use Home Grown Grain 

“We showed them how to make bal- 
anced rations using their own grain,” 
said Mr. Streeter. “With our molasses 
equipment we can furnish them a sweet 
feed at low cost. The dairy farmers in 
this section deliver their milk to custom- 
ers in the city and are now receiving 14 
cénts a quart as compared to less than 
half that amount received by those 
shipping to other cities. Our dairymen 
are prospering. We assist them by 
helping to use their own grain in their 
dairy feeds.” 

It is evident that careful thought and 
a definite business purpose or policy 
will win success for any energetic mer- 
chant. But that only partially accounts 
for the continued progress of the Street- 
er firm. Personality is an important 
item. One senses it as soon as one 
enters the mill. There is a “come-right- 
in-and-feel-at-home” atmosphere. The 
miller sings loudly in rhythm with his 
machines. The clerks fling you smiles 
as they rustle the feed bags. In the 
office Miss Streeter, bookkeeper, and 
Julius Wagshall, manager, have a fac- 
ulty of dispelling frowns and business 
troubles. Finally one realizes that the 
personality is partly contagious. Mr. 
Streeter, himself being the source. And 
partly it has been developed as a defi- 
nite business asset. 


‘Ve want our customers to feel that 
we have their interests at heart,’ Mr. 
Streeter explained. “Naturally that 
makes them like to come here. It is 
an important asset in the feed business 
end one that we are studying all the 
time and attempting to improve.” 

So, contrary to, certain psychologists, 
personality in business can, in part at 
least, be created. And it pays big div- 
idends as Mr. Streeter has proved. 


Dry Beet Pulp Is Equal 
To Wet as Feed 


Beet pulp may be fed dry with re- 
sults commensurate to those obtained 
in feeding it wet. Experiments were 
recently conducted by the United States 
department of agriculture with two 
groups of six cows in each. Results 
showed that dry beet pulp was fully 
as palatable as wet and that production 
of milk was as great in one case as in 
another. 

The cows produced 12,560 pounds of 
milk in 60 days on the dry pulp and 
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12,536 on the wet pulp. 


Central Association Ends 
Successful Year 


(Continued from Page Nine) 


various organizations interested in state 
seed and weed control work. Prof. A. 
L. Stone, in charge of seed and weed 
control work for the Wisconsin De- 
partment of Agriculture and Mar- 
kets, invited the executive com- 
mittee to elect a delegate to tiie coun- 
cil. He is president of the Seed Coun- 
cil of Wisconsin and will be remem- 
bered as a speaker at the 1930 con- 
vention. 

A committee to report on a plan 
whereby the association could offer 
various types of insurance to its mem- 
bers and another committee which is 
considering the organization of a credit 
clearing association have not yet re- 
ported to the executive committee. The 
insurance committee is headed by Pres- 
ident Uebele and the credit clearing as- 
sociation committee by Director F. 
Kern, Sparta, Wis. Mr. Uebele’s com- 
mittee is expected to report at the Feb- 
ruary meeting, but the report from Mr. 
Kern’s committee may be delayed, as 
Mr. Kern has been very seriously ill. 

Membership and Finance 

This is the first year that associate 
membership in the organization has 
been open to wholesalers, including 
manufacturers, millers, jobbers, brokers 
and equipnient distributors. The idea 


‘of the association has not been to cam- 


paign for associate memberships but to 
welcome such firms as are interested in 
the work of the association at such 
times as they indicate their desire to 
become affiliated. Dues of associate 
members is $10.00 per year, the same 
as for regular members, and 15 firms 
have. taken advantage of the opportun- 
ity to become affiliated with a progres- 
sive retail organization. Cards of in- 
troduction for use of representatives of 
associate members are supplied on re- 
quest. 

There were 185 fully paid members 
of the association on December 29. This 
is a few more than enjoyed member- 
ship a year ago and is considered a 
good record in view of conditions. The 
association does not continue the mem- 
bership of any firms which have not 
paid three months after membership 
fees become due and 29 former mem- 
bers were dropped for non-payment of 
dues, withdrew from the organization, 
discontinued’ business or were expelled 
during the past six months. The fi- 
nances of the association are in a heal- 
thy condition and the cash assets rep- 
resented by money in the bank were 
$464.74 on November 30 with no lia- 
bilities. 


They gained 
71 pounds on the dry and 134 pounds 
on the wet. 

“Dry pulp seems to be equal or su- 
perior to wet pulp as to the amount 
of milk produced, amount of hay eaten, 
palatability and laxativeness,” the de- 
partment of agriculture points out. 
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AT MY PRESENT 
LOw PRICE.IMA 
WONDERFUL 


now, when 


butterfat prices are 
going up and Ster- S) 
ling Dairy Balancer’s 
price is low—this is E 


the time to urge 


your patrons to put //>~ 
their herds in good 
condition and pro- & 
duce more butterfat 
with 


NORTHRUP, KING €. 60:8 


STERLING 


Dairy Balancer 
32%Protein 


Write for sample and price 


, Northrup, King & Co., Feeds and Seeds 


Minneapolis, Minnesota 


(AS 


WE SELL DEALERS ONLY 


Queen Wheat Feed 


is a Pure 
Wheat offal 
and is man- 
ufactured 
in our own 
mills. Can 
furnish 
Queen in 
straight or 
mixed cars 
with Che- 
rokee Pure . 
Bran and 


Cherokee 
Middlings. 


Capital Flour Mills, Inc. 


CORN EXCHANGE 
MINNEAPOLIS, MINNESOTA 


= WHEAT FEED 


Wheat Low Grade Flour, Red Dog, Middlings 
Bran, Screenings not exceeding mii ren — 
— CRUDE PROTEIN 15.7% 
CRUDE FAT - - 46% 
CRUDE FIBRE - -83% — 
ST. PAUL, MINN, 


. J Office 315 Corn Exchange 
“ MINNEAPOLIS, MINN. 


A sure way to 


greater profit 


Quality feeds mean repeat business. 
Repeat business means greater profit 
through elimination of sales costs. 


The quality of Occident Feeds has been 
maintained for half a century on a 
par with Occident Flour. Milled from 
high. protein wheat that has been 
washed and scoured (with all screen- 
ings eliminated) the maximum_ food 
value is found in Occident Feeds. 
Your trade will be quick to appreciate 
this quality and it will develop repeat 
business for you. 


FEEDS 


Occident Hard Wheat Bran 

Occident Hard Wheat Mixed Feed 

Alta Hard Wheat Middlings 

Occident Hard Wheat Standard Mid- 
dlings. 

Occident Hard Wheat Flour Middlings 


RUSSELL-MILLER MILLING Co. 


GENERAL OFFICES 


MINNEAPOLIS MINNESOTA 


R. L. HERRICK M. H. HERRICK 


100% FOR 
THE DEALERS 


HERRICK 
FEED 
CO. 


Phones 


135 
118 


HARVARD 


WHOLESALE 
GRAIN & FEED SHIPPERS 


Phones 


135 
118 


ILLINOIS 


R. L. HERRICK, Jr. J. M. HERRICK 
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Letters from 


Our Readers 


Eat More Eggs 

We noticed in the last issue of The 
Feed Bag that an advertising cam- 
paign to sell surplus eggs was under 
way. If you will put us in touch with 
the people who are fostering this cam- 
paign so that we may get the neces- 
sary information, we will be glad to 
help put it across broadcasting from 
our station KGGF every day except 
Sunday. We are on the air 30 minutes 
each noon and would be glad to do 
anything we can to further this cam- 


paign. 
L.. CHURCH 
Rea-Patterson Milling Co. 
Coffeyville, Kans. 
* 


The Personal Touch 


We want to congratulate you on the 
apparent continued growth of your 
paper. We think the personal totich 
you have given this publication by ac- 
tual contact with the trade helps you 
as much as the subject matter. We 
do not wish, however, to detract from 


the latter. 
E. S. WOODWORTH 
E. S. Woodworth & Co. 
Minneapolis, Minn. 
* 


Another Sale 


Your paper is getting better and bet- 
ter. You have been sending it to me 
for a long time and I don’t believe we 
have been paying for it. It is well 
worth the money, so why not enter our 
subscription, effective January 1 and 
send us the bill for two years. 

T. P. GIBBONS 
Cudahy Packing Co. 
Chicago, lll. 

* 


Direct Selling 


What recourse, if any, has a dealer 
against a farmer shipping in a car of 
feed to get his feed at cost, and then 
what he can’t use he will solicit and 
sell for about cost from the car door 
to anyone he can. 

Just yesterday a farmer shipped in 
a car of bran. He hauled out 10 tons 
to his farm for his use and then he was 
on the street and picked up buyers to 
come down to help get rid of the bal- 
ance. QOne farmer got two bags. 

ED. HANSON 


Hollandale, Wis. 
& 


Deserves Highest Compliment 


I wish to highly compliment you on 
your recent issue of The Feed Bag. 
The entire magazine is only deserving 
of the highest complimentary remarks. 

KURTIS R. FROEDTERT 
Froedtert Grain & Malting Co. 
Milwaukee, Wis. 

* 


Liked Editorial 


Your editorial in the last issue of 
The Feed Bag about the bass and the 
minnow in the glass tank was very 
good. Have you heard the one about 
the gent with a few too many drinks 
who stood in front of a glass tank in 
the Shedd aquarium in Chicago watch- 
ing a large shark. After taking a good 


look he said, “the man who caught that 
fish is a liar.” We will soon be having 
more facts and less fancies, according 
to most ideas of the present status of 
business in general. 
CHARLES HOOKER 
Northern Milling Co. 
Wausau, Wis. 


* * 


Worth Intensive Reading 


The Feed Bag is one of the very few 
trade papers which I regard as _ thor- 
oughly worth intensive reading every 
time it arrives. I believe it has more 
valuable information, particularly for 
the retail dealer in feed stuffs than any 
other feed trade paper which has come 
to my notice. 


FLOYD OLES, MANAGER 
Feed Dealers Association 

of Washington 
Seattle, Wash. 


Good Hunters 


George Anderson, general manager of 
the Fruen Milling Co., Minneapolis, and 
his party proved to be good hunters in 
bringing back three deer during the re- 
cent hunting season in Minnesota. A 
picture of the party, which also includes 
C. A. Anderson, Fruen’s mill superin- 
tendent, is reproduced herewith. The 
hunting lodge is located above Two 
Harbors, Minn., on the Gooseberry 
river. 


Free Seed Cleaning Service 
Boosts Dealer’s Sales 


SEED-CLEANING service is 

bringing new business to J. A. 

Huffman, feed and grain dealer, 
Tabor, Ohio. Mr. Huffman takes large 
quantities of home-grown grains in ex- 
change for commercial feeds and fre- 
quently the material brought to him was 
so filthy that it had to be re-cleaned be- 
fore shipping. Huffman soon found that 
it was less expensive to clean the seed 
grain than to clean the harvest after- 
wards. He fitted out one room in his 
store for the purpose, then placed this 
ad in local newspapers: 


YOU CAN’T REAP A CLEAN 
HARVEST BY SOWING 
DIRTY SEED 


Bring your seed grain to us and 
have it cleaned. Our service will 
cost you nothing, but it may save 
you the price of a crop. 


J. A. HUFFMAN 


“I put my plan into action in the 
autumn of 1928,” Mr. Huffman ex- 
plained. “During the very first -week 
I began to get calls. Before the month 
was over I had cleaned more than 210 
bushels of seed wheat, clover, oats, and 
barley for farmers in various sections of 
my territory and there were also re- 
quests from growers in adjoining coun- 
ties. The cleaning was done on an or- 


_dinary fanning mill driven by a small 


gasoline engine. No charge was made 
for my service but each farmer’s name 
was recorded and when the next har- 
vest season arrived I mailed a letter 
to each address, quoting prices I was 
paying for grain, and also announcing 
my line of commercial feeds. ‘The ma- 
jority of these growers remembered me 
and my business that season was 40 per 
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cent better than it was for the previous 
year. The quality of the grain brought 
in was far above the average for this 
locality and since that meant more 
money for the farmer he could afford 
to buy more commercial feeds. This 
meant an extra good turn-over for us. 

“The seed-cleaning service is now a 
regular feature at my store and it takes 
well with farmers of all classes. I find 
that folks profit greatly from a service 
of this kind and they are quite certain 
to remember and patronize the dealer 
who makes it possible.” 


DEALER HELPS NEEDY 


Louis Bandow, Peshtigo, Wis., feed 
dealer, has published an announcement 
in his local newspaper offering to fur- 
nish the necessities for a vegetable din- 
ner to all housewives whose husbands 
are out of work. “It’s all right to have 
fed the unfortunates a good meal at 
Christmas time but people must eat 
every day; therefore let us help every- 
cne who needs help,” he announced. Mr. 
Bandow suggested that other merchants 
in his town supply the meat, particular- 
ly salt pork, to make the vegetable din- 
ner complete. At the end of the an- 
nouncement he wished everyone a hap- 
py, healthy New Year. 


S. A. SEVERSON is erecting a new 
feed mill at Odin, Minn. A retail busi- 
ness will be operated in connection with 
the plant. 


“JENS C. SORENSEN, 82, Neenah, 
Wis., operator of a grist mill for 42 
years, died December 8 of heart disease. 
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Old Man 
Winter 


is here 


Don’t wait until he forces the 
price of Dairy, Poultry and 
Hog Feeds higher. 

Buy now at the lowest prices in 
years in straight or mixed cars. 


LUE RIBBON 1614% Sweet 
Dairy Ration 

LUE BELL 20% Dairy Ration 

LUE BELL 32% Dairy Ration 

LUE BELL Pig and Hog Meal 

LUE BELL Laying Mash 


BLUE ELL Scratch Feed 
BLUE ELL Growing Mash 
BLUE ELL Developing Feed 
BLUE ELL Chick Starter 
BLUE ELL Chick Feed 
MADE BY 
Brooks Milling 
Company 


Minneapolis, Minnesota 


Increase in Cash Sales 
Shown Among Dealers 


Cash sales among hay, grain and feed 
dealers have shown a considerable in- 
crease during the past few years, ac- 
cording to results of a national retail 
credit survey conducted by the United 
States department of commerce. 

Reports from 112 dealers with total 
net sales in 1927 of $26,007,284 indi- 
cate that 33.1 per cent of this amount 
was for cash and 66.9 per cent on open 
credit. On the basis of 43 establish- 
ments reporting for 1925, 1926 and 1927, 
it was found that cash saies increased 
14 per cent in 1927 over those of 1925 
and open credit sales increased 2.5 per 
cent. 


Of the total of 112 dealers who re- 
ported in the most recent survey, 10 
sold for cash only and 102 sold for 
cash and open credit. The smaller es- 
tablishments did a larger proportion of 
their business on a cash basis than the 
larger. The group of the smallest deal- 
ers with sales less than $50,000 did an 
average of 54.6 per cent of their total 
business on a cash basis and the stores 
with sales of $500,000 and over did 25.2 
per cent. Average loss from bad debts 
on open credit was 7 per cent among 
102 dealers. 


FARMERS COOP. Commission Co., 
Monona, Ia., has purchased the feed 
mill and property of the Herman Koth 
estate. 


Dependable 


Western 


Alfalfa Meal 


for 
Dairy and 
Poultry Feeds 


The Denver Alfalfa 


‘‘The Ideal Protein 
Concentrate’’ 


GO AHEAD AND REGISTER 


SOY BEAN OIL MEAL 


In your next year’s formulas 
Because now you can be sure of 


A YEAR-ROUND SUPPLY FROM 


Write or wire for prices and samples. 


Address DEPARTMENT K 
STALEY SALES CORPORATION 


THE STALEY COMPANY OPERATES THE LARGEST SOY BEAN MILL IN THE WORLD 


Staleys 


DECATUR, ILLINOIS 


Made in 9 sizes. Belt or motor 
driven. Single and double head. 


Milling, & Products Co. 


LAMAR, COLORADO 


Pierce Bldg. 
St. Louis, Mo. 


SMALL GRAINS 


in greater volume will be ground into Feed this year than ever before. 
Millers that operate DIAMOND MILLS will grind a large portion of 
this grain efficiently and economically. The grinding season is here. 
We have-a Diamond Mill to fit your needs. 


Lae nore off 


Diamond Huller Co., Winona, Minn. | 
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Satisfied Patrons Help 
Feed Store Grow 


(Continued from Page Thirty-three) 


a copy is given to the customer. 

“We know where we stand at all 
times and so does the customer,” the 
Camp brothers declare. 

Horses were used for deliveries when 
the business was started, but it was 
found that trucks were faster and cost 
nothing during the dull periods. Three 
trucks are now in operation. A reg- 
ular charge is made for deliveries in 
keeping with the practice of making 
all forms of service self supporting. 

Prices are never cut to attract busi- 
ness. It is the contention of Camp 
brothers that certain customers are al- 
ways shopping for feeds on the basis 
of price and they do not cater to them. 
They believe that a man who buys his 
feed on price alone usually gets a low 
milk production, and a small milk check. 
He invariably blames the feed and goes 
shopping again. Camp brothers have 
found that the better dairymen demand 
quality feed and they have larger 
checks with which to buy it. 

Have Strict Credit Plan 

At first the new owners were liberal 
in the extension of credit but it was 
not long before they began a tighten- 
ing up process and began to educate the 
customers to pay promptly. They be- 
lieve that eventually all feed will be sold 
for cash and set five years as the zero 
date for the present much abused sys- 


Our new “1931 Feeding Practices” is a 
manual on feeding for profit. It proves the 
value of COTTONSEED MEAL in the 
livestock ration. The information in this 
book has been approved by leading col- 
leges and universities. Thousands of feed- 
ers-farmers are making greater profits by 
following the suggestions it contains. 


Educational 


National Cottonseed | 
1408 Santa Fe Building 


Dallas, Texas 


tem. Until this time arrives the broth- 
ers are limiting certain customers to 
strictly cash, others to one charge at a 
time which must be paid before other 
goods can be taken out. The better 
customers must settle in full every 30 
days. Settlements are usually made 
when the milk checks are received. 

In 1926 the business was incorporated 
to insure its continuity and the name 
changed to Camp Milling Co., Inc. The 
original partners still hold the major- 
ity of the preferred and common stock, 
letting a few shares out to meet the 
requirements of the corporation laws. 

A new sideline was added in 1929 
that has proved valuable and interest- 
ing. To supplement their coal business 
they added oil burners, Dist-O-stoves 
and fuel oils. Two 12,000 gallon tanks 
were installed to store the different 
grades of fuel oil and a tank delivery 
truck carries it to the customer. 

“When a customer decides to stop 
using coal we are the logical ones to 
sell him the substitute,” is the way the 
brothers figured the matter out. 

When asked what they believed had 
brought them success, Louis and Lee 
both smilingly admitted it was luck. 
But the customers tell a different story. 

“It is the fair and honest methods 
they employ,” the customers will ex- 
plain. “They never sell us anything 
that they would not use themselves.” 

Camp brothers have complete confi- 
dence in the future of the feed business. 

“Just as long as feed is necessary for 


SEED MEAL on the ana 


feed 


frery 
E.S.N.CPRA. 
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are feeds that sell oy 
y: 


Service 
\ 
Gitoiseed} Products Association 


Cautions Against Using 
Too Much Fiber 


Caution against the too liberal use of 
high fiber content products which have 
little or no feed value in a- ration is 
issued by S. T. Edwards & Co., Chi- 
cago, Ill., in response to a letter from 
a milling firm which complained about 
a feed advertised by a competitor. The 
particular ration advertised called for 
2,000 pounds of cottonseed hulls sup- 
plemented with small quantities of cot- 
tonseed meal, corn chops, crushed oats 
and molasses. The feed was advertised 
at a cost of $12.50 a ton. 

In replying to the miller making the 
complaint, S. T. Edwards & Co., point- 
ed out that the large quantity of hulls 
figured at a low price was the answer 
to the low cost of the feed advertised. 
Poor and improper feed, it was further 
pointed out, is a costly article no mat- 
ter how cheap per pound. 


the production of milk and eggs, just 
so long will some feed merchant be 
selling it,” they explained. “We mer- 
chants are helping the farmers to make 
their living and if we can see the im- 
portance of cur work we need have no 
fear of other agencies taking our busi- 
ness away from us. We have had our 
share of trimmings and will probably 
get some more. It is our opinion that 
the men who never get a first class 
trimming in the feed business never 
get far and usually are the first to quit.” 


Speed your feed sales 


. .. See that the feeds you sell 
have COTTONSEED MEAL 
as a source of proten...... 


Livestock men in ever-increasing numbers throughout the U.S. A. 
have become convinced that use of COTTONSEED MEAL as a 
source of protein in the ration assures greater gains, in quicker 
time, at less cost for beef cattle and a maximum milk yield for 
dairy cows. Our field men have taught thousands of feeders how 
to feed for profit. Literally thousands of educational messages 
have appeared in the farm press, while leading colleges and 
universities have and are still conducting tests that prove the 
effectiveness and economy of COTTONSEED MEAL. Why not 
capitalize on this great appreciation of COTTONSEED MEAL? 
Feeds that contain COTTONSEED MEAL on the analysis tag 
and repeat on sheer merit. COTTON- 
sis tag means turnover .. . and profit, 
_Mr. Dealer . . . Mr. Manufacturer. 


S-220 


Central Union Bank Bldg. 
Columbia, S. C. 
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For a balanced feed, BOTH “A” 
and “pb ’ vitamins are necessary especially 
+ the damp, sunless winter days. 

. .. for the vitality that builds up re- 
to disease .. . ‘‘D’’ for the 
ment of strong bones and bodies and the 
prevention of rickets and similar ailments. 


Marden’s Certified Cod Liver Oil 


supplies BOTH these vitamins in the most 
dependable, properly balanced state. It is 
the natural formula of Nature herself, just 
as she has perfected it in the cool depths of 
the Newfoundland Banks. Don’t experi- 
ment with substitutes or unproven brands 
or mixtures—specify MARDEN'S Certi- 
fied—and be sure! 


FOR BEST RESULTS 


Use MARDEN’S Certified for your grow- 
ing and laying mashes. It is a pure, pala- 
table, steam-rendered oil of proven potency. 


Write for interesting booklet. 


MARDEN-WILD 


512 Columbia Street, 
Somerville, Mass. 


212 East Ohio Street, 
Chicago, 


G. L. F. Subsidiary Forms 
New Holding Company 


Stockholders of the Producers Ware- 


house & Elevator Co., subsidiary of the 


Grange League Federation, cooperative 
exchange, have voted to form a new 
company, to be known as the Coopera- 
tive G. L. F. Holding Corp. The new 
concern will hold various properties 
operated by this cooperative organiza- 
tion, including its feed mills, elevators 
and stores. 

The new corporation will have a capi- 
tal of $5,000,000, of which about $1,000,- 
000 will be issued at once. Additional 
shares will be issued to expand the ac- 
tivities of -the corporation. 

Harry Bull, Campbell Hall, N. Y., 
will be chairman of the board of direc- 
tors of the new corporation and H. E. 
Babcock, Ithaca, N. Y., will be presi- 
dent. Recent legislation enacted in New 
York state will enable the new corpor- 
ation to function. Several men prom- 
inent in New York state legislative and 
political circles will be on the director- 
ate of the new company. 


FEED MAN IS ARTIST 

Charles M. Cox, Charles M. Cox Co., 
Boston, is receiving considerable noto- 
riety as a result of his paintings which 
he produces in addition to managing a 
feed and grain business comprising 70 
stores and four mills. Mr. Cox, who 
will be 71 years old this month, de- 
clares that a man can do his best work 


after 40. Among his famous works is 
a painting entitled “Gloucester Fishing 
Boats.” He has also painted many 
landscape scenes. One of them was 
published in The Feed Bag about two 
years ago, with an account of the suc- 
cess Mr. Cox has attained in the feed 
and grain business. 


NEW TYPE SEPARATOR 

Dings Magnetic Separator Co., Mil- 
waukee, has added the new XFS type 
to their line of high intensity separators 
for the milling industry. It is especially 
adaptable where space is limited and 
where belt conveyors are not used. The 
XFS separator consists of a magnetic 
drum mounted in a steel housing. The 
material to be cleaned of ircn is fed 
through a hopper over the drum which 
pulls out the iron which is discharged 
through a spout into a suitable con- 
tainer, allowing the grain to proceed 
through another spout to the grinder. 
Within the drum is a stationary high 
intensity electro magnet with a field 
that extends from approximately the 
top of the drum to a point beyond the 
lower side. The magnetic drum re- 
volves continuously. Non-magnetic ma- 
terial slides on its way over the rotating 
drum and the magnetic material clings 
to the drum surface until the magnetic 
influence is broken by the rotation be- 
yond the magnetic zone. 


WOOD COUNTY Farm Bureau has 
built a warehouse at Rudolph, Wis., and 
placed Leon Baughman in charge. 


THIS LABEL IS A SYMBOL THAT 
STANDS FOR QUALITY IN FEEDS 


Thousands of feeders demand feeds bear- 
ing this label as it guards their interests 
and increases their profits. 


Flory feeds are built to meet the nutri- 
tional requirements of the most exacting 
feeders of live stock and poultry. 


FLORY MILLING CO. INC. 


EST. SINCE 1853 BANGOR, PENNA. 


Let the Burton Mixer 


It will do it—has done it for hundreds of 
feed dealers. A mixer with an absolutely 
new mixing principle. Sold under the 
most liberal guarantee ever placed be- 
hind any feed mixer. 


Full details sent on request. 


Burton Feed & Mixer Company 


2844 W. Grand Blvd. Detroit, Mich. 


increase your 
feed profits 
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Explains Eastern States 
Feed Sales Contract 


(Continued from Page Twenty-six) 


States Cooperator pointing out the re- 
sults of Mr. Rinear’s survey, nor de- 
claiming at length on the iniquities .of 
the credit system. We do however wish 
that they would not try to make it ap- 
pear that all Eastern States business is 
strictly cash. 

It isn’t by any means. Perhaps the 
writers of these articles mean that the 
exchange gets cash for each car of grain 
at the time of delivery to the agent. 
This may be and probably is quite true. 
But it is also true that practically all 
the grain and feed put out by our mills, 
both East and West, goes to the dealer 
on sight draft. 
sentatives do a credit business and the 
Eastern States agents are part and par- 
cel of the exchange. In this sense the 
exchange can logically be charged with 
doing a credit business and to condemn 
the retail trade for practices in which 
it indulges itself, is inconsistency of the 
gravest kind. 

Members to Lose Vote? 


While we are on the subject of the 
exchange, we might as well retail the 
following bit of news. We are reliably 
informed that members will no longer 
have a direct voice and vote in the man- 
agement of the organization. If our 
information is correct, and we believe it 
is, the voting membership will be made 
up of elected representatives of the 
membership at large. It is safe to as- 
sume that these representatives for the 
most part will be the present local 
agents of the organization. If this be 
true, the exchange will be even less of 
a genuine cooperative than it has been 
heretofore. 


Dealer’s Poultry Farm 
Helps Win Patrons 


(Continued from Page Twenty-three) 


try farm located outside of the city 
limits and as the result of increased 
business and the need of better facili- 
ties, the Luetz Bros. mill was pur- 
chased two years. ago. Complete 
grinding and milling equipment, includ- 
ing a Sprout-Waldron attrition mill and 
mixer and an Anglo-American molasses 
plant are operated to meet the demands 
of the trade. 
Buy Additional Mill 


About six months ago Krause broth- 
ers bought the City Mills from Meach 
& Bentley. This expansion gave them 
facilities in two sections of the city. 
Both places are doing well and the 
Krause brothers find their days crowd- 
ed with activity. 

The poultry farm was started by Al- 
vin Krause who abandoned a factory 
job for his new venture. Frank later 
joined him in the enterprise and to- 
gether they developed it to its present 
proportions. Poultry houses on the 
farm have facilities for 2,400 hens and 
are furnished with modern equipment, 


Eastern States repre- 


and are hot water heated and electrical- 
ly lighted. 

During the peak of production, 1,400 
eggs are produced daily. They are sold 
chiefly in Beloit. Large brooder houses 
to accommodate thousands of baby 
chicks are also maintained on the farm. 

Eggs were depended upon for the 
chief source of income when the pro- 
ject was started. Now the feed busi- 
ness is the main department. Krause 
Bros. have much respect for their poul- 
try farm, because it taught them the 
fundamentals of feeds and _ feeding 
which are now proving so valuable in 
the development of their business. And 
both agree that the man with knowl- 
edge, experience and tried and tested 
facts will find it much easier to suc- 


POULTRY 
HOG 


ceed in the feed business than the deal- 
er who depends on empty words and 
high sounding phrases without the abil- 
ity to back them up. 


FRUEN GIVES PARK 

A. B. Fruen, president of the Fruen 
Milling Co., Minneapolis, has presented 
the city of Minneapolis with approxi- 
mately 12 acres of land adjoining his 
property, to be used for making a city 
park. The land at one time was a por- 
tion of the Fruen homestead and it is 
Mr. Fruen’s wish that the Park board 
beautify the land, taking advantage of 
the natural wild beauty of a small 
spring on the property and make a per- 
petual playground of the portion of the 
city that the property is available to. 


Li 


WRITE FOR QUOTATIONS 


KASCO — INC: 


WAVERLY, N.Y. TOLEDO, O. 


Cane Molasses 


FOR FEED MIXING 


TANK CARS—BARRELS 


Excellent Quality and Service 


NATIONAL MOLASSES 
CORPORATION 


P. O. Station E PHILADELPHIA, PA. 


‘‘All your needs in grain and feeds’’ 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


J. C. HUBINGER BROS. CO., Keokuk, Gluten 

FAIRMONT CREAME Cco., Dried Buttermilk 
JO - CRAIG & COMPANY, Blackstran Molasses 
MUTUAL RENDERING co. Meat Scrap 
OYSTER SHELL PRODUCTS CO., Philadelphia, Oyster Shells 
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When you handle 


Darling’s Meat Scraps, 
Tankage and Bone Meal 


you are handling the best the 
world produces--and it doesn’t 
cost you one cent more than 
the other kind. 


Darling & Company 
Department A, Chicago, Ill. 


STATE DISTRIBUTORS 
LaBUDDE FEED & GRAIN CO. Milwaukee 


FOR FEEDING HOGS “iy 
POULTRY AND LIVE STOCK 


EDWARDS DISTRIBUTING CO. 


Reedville, Va. AND cunton St» Baltimore, Md. 


Cottonseed Mea 


ALL GRADES 


Arrival Drafts —~ Quick Shipments 


Humphreys-Godwin Co. 


Established 1898 MEMPHIS, TENN. 


“FOR BETTER SERVICE” 


Phone Phone 
GENEVA GENEVA 
7389 7389 


HIAWATHA GRAIN COMPANY 
GRAIN MERCHANTS 
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MAURICE HUFF and Milton Uner 
plan to establish a feed mill and retail 
store at Mound, Minn., in the near fu- 
ture. Work has been started on the 
mill. 


. WISCONSIN FARM WEEK 

Wisconsin farm leaders will gather to 
discuss production and marketing prob- 
lems during the 26th annual Farm and 
Home Week which will be held at Mad- 
ison, February 2 to 6. Many feed deal- 
ers are also planning to attend. Ex- 
perts in their respective field will speak 
on the federal farm board, livestock 
market, leisure in farm life, prospects 
of the dairy market for 1931, and other 
important farm topics. 


NEW FEED BOOKLET 

An attractive, interesting booklet on 
Douglas Corn Gluten Meal and Doug- 
las Corn Gluten Feed has just been is- 
sued by the Penick & Ford Sales Co., 
Cedar Rapids, Ia. It contains tried and 
tested rations which have produced out- 
standing results in dairying, poultry 
raising, cattle fattening and lamb and 
sheep feeding. These rations have been 
developed with the cooperation of ag- 
ricultural colleges. The feeding values 
of corn gluten meal and teed are thor- 
oughly explained. Special attention is 
called to the vitamin A potency of the 
meal and the phosphorus content of the 
gluten feed. Copies of the booklet may 
be obtained free by writing to G. E. 
Hillier, Penick & Ford Sales Co., Cedar 
Rapids, Ia. 


ICOLLET 
HOTEL 


“At the Gateway” 


of 
Minneapolis 
NICOLLET -WASHINGTON 
HENNEPIN AVENUES 


First Class Rooms 
AND 


Three Restaurants | 
at MODERATE RATES 
Excellent Food 


Courteous Service 
Central Location 


W. B. CLARK, MANAGER 
Home of W CC O Studios 
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Mill Run Oat Feed Now 
Used in Place of Hay 


Mill run oat feed is being used suc- 
cessfully in Maryland, Virginia and 


several southern and middle western 

states as a substitute for the hay crop S S = SS 
which was seriously reduced in these 

sections by last summer’s drouth. Until GENUINE CUBAN BLACKSTRAP 
this emergency need occurred, mill run 


oat feed had been burned by the mills 
because it was thought that it had no 


marketable value. It is now recom- | The NORTH AMERICAN TRADING and IMPORT CO. 


REG. U. S. PAT. OFF. 


mended as a feed by agricultural col- 260 SOUTH BROAD STREET 

leges and county agents. The agricul- PHILADELPHIA, PENNA. 

tural college of the University of Mary- * i 

land and the experiment station of Vir- 

ginia Polytechnic Institute in their en- CHICAGO NEW ORLEANS BUFFALO 


dorsement of the product consider it 
the equivalent of timothy hay and not 
far below alialfa hay and wheat bran in 
nutriment. 

“Feeding experts who for several 
years have been conducting extensive 
research into this mill run oat feed have 
established its food value,” declared W. 


Candied Copra 


E. Suits, vice president of The Quaker Ane ¢2 "THE most practical form of molasses 
Oats Co., Chicago, in commenting on eo 69 wi ever introduced. Without special equip- 
the situation. Now an emergency ce ment, you can add any desired percentage 
gives these findings great importance. fe\e aN € of molasses to your products. Increases 
I predict that, because of its low cost at - the efficiency of every formula and is es- 
and ease of handling and shipment, mill yr pecially — in poultry mashes. Mixers everywhere 
run.oat feed will continue to play a and fine 
big part in feeding even with large hay toda full i 
“ y for full information and delivered prices. 
crops and ample pasturage. 


HALE & MERCER CO., Saranac, | THE WOOSTER FEED MANUFACTURING CO., Wooster, Ohio. 


Mich., has installed a feed mill. 


Feeds and Feeding 


Latest Complete Illustrated Edition 


By Henry ano Morrison 


| GOOD BOOK TO READ. 


It will give you the most com- 
plete and accurate informa- 


4 
tion available on feeding, feed Rranke Grain (0 
ingredients and feed mixing. ‘ 
A big help in merchandising. 
Write for your copy. | Established 1892 


Feeds and Feeding . $4.50 
Feeds and Feeding GRAIN AND FEED 


with Tue Freep Baa 
for one year..... $5.50 MILWAUKEE, - WISCONSIN 


| 210 E. Michigan Street Milwaukee, Wis. 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


HAY FOR SALE 
Alfalfa-Clover-Timothy and Clover Mixed- 
Prairie Hay. Delivered prices quoted. JOHN 
DEVLIN HAY CO., 192 North Clark street, 
Chicago. Ill. 


FOR SALE 


Feed elevator and warehouse. Ideal for feed 
and grain business. Splendid location and only 
of its kind in town. Call or write 
Ww ROFF, Farmers Cooperative Union, 
Waldo, 


BUSINESS FOR SALE 

Feed and general merchandise business for sale 
Two warehouses, sidings, mixer, elevators, elec- 
trical equipment, coal pockets. Established 1880 
dairy section, South East New York. Write 
BD-12, c/o THE FEED BAG, 210 East Michigan 
street, ‘Milwaukee. Wis. 

MANAGERIAL POSITION WANTED 


Have had 11 years experience in the retail feed 
business and can capably manage a retail f 
store. Write HB-11, c/o THE FEED BAG, 
210 East Michigan street, Milwaukee, Wis. 


REBUILT HAMMERMILLS FOR SALE 
Pre-Inventory cleanup of Rebuilt Hammer- 
mills. We have a wide range of sizes, about 20 
mills in all, all standard makes, in good condition 
and priced for quick sale. Also a few attrition 
mills. Cash or time payments. Tell us your 
needs. A. E, JACOBSO MACHINE WORKS, 
INC., 1094 yey Ave.,S. E., Minneapolis, Minn. 
ELECTRIC MOTORS FOR SALE 


1-20 H.P. Fairbanks Morse Electric Motor. 

1-10 H.P. General Electric Motor. Both have 
starters. Write KIESELHORSI’ GRAIN CO., 
Bear Creek, Wis. 


FEED CONTROL BOOKLET 

Announcements of the Association of 
American Feed Control Officials are 
compiled in a booklet recently issued. 
The booklet contains definitions of vari- 
ous feedstuffs, general regulations re- 
garding the manufacture and sale of 
feeds and an explanation of proper label- 
ing and registering of rations. Copies 
may be obtained for 20 cents each from 
L. E. Bopst, secretary, College Park, 
Md. 


CHRIS L. CHRISTENSEN, secre- 
tary of the federal farm board, has been 
appointed dean of the University of 
Wisconsin college of agriculture, to 
succeed Harry L. Russell, who resigned 
to become executive director of the Wis- 
consin Alumni Research foundation. Mr. 
Christensen will join the staff of the 
university as soon as he can be released 
from his present duties as executive sec- 
retary of the farm board. 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 
Write for our prices in straight 
and mixed cars with bran, midd- 


lings, Cannon feed (flour midd- 
lings), and§Billie feed (red dog). 


MINNEAPOLIS, MINN. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 
Carlots and Mixed Cars 
MOILMEAL, 

502 Bldg. 


MINNEAPOLIS, 
“Stand by Stan”’ 


LINSEED MEAL 
CARLOTS 


Linseed By-Products Co. 


562 CHAMBER OF COMMERCE 
MINNEAPOLIS, MINN. 


No-Milk Calf Food 


LEADER FOR 45 YEARS<—@ 


National Food Company 
FOND DU LAC, WIS. 


E.J. KOPPELKAM CO. 


GRAIN FUTURES 


373 Broadway 
MILWAUKEE, WISCONSIN 


Phones Broadway 0032, Daly 0783 


Member Chamber of Commerce 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 
Shippers of 


CORN and OATS 


Cedar Rapids Weights and Grades 
Get our prices—We can save you Money 


DRIED BUTTERMILK 
DRIED SKIMMED MILK 
Feed System Engineers 
Feed Mill Machinery 
Feed Formulas 


S. T. EDWARDS & CO., INC. 


110 N. FRANKLIN ST. CHICAGO, ILLINOIS 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 
WISCONSIN 


Prices Right—Service Prompt 
TRY US. 


TRADE 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF 


Mother’s Best Flour 


ancy 


BULK or SACKED 
Ask for Samples and Prices 


J.F. Zahm & Co. "Gir? 


Specialists in Milling Wheat-Corn-Barley 


-M.G. RANKIN & Co. 


GRAIN 


AND 


ree pb 


Chamber of Commerce 
MILWAUKEE, WIS. 


Reliance Feed Co. 


MILLFEEDS 
500 CORN EXCHANGE 


MINNEAPOLIS, MINN. 


Cannon Valley Milling Co. 


eam CH Meal 


IS ALL THAT THE NAME IMPLIES 

Best because it is manufactured asa 

Ity in a specially equipped mill. 
RYDE & CO., Chicago, Illinois 


More dealer’s "accounts solicited 
DROP US A CARD FOR PRICES 


usiness 
expands with 


Printed messages 
They are profitable 


ADTKE ORTSCH 
BROS. CO. 
Estasuisuep 1894 
PRINTERS 
LITHOGRAPHERS 
BINDERS 
522 MILWAUKEE STREET 


MILWAUKEE 
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Record Shipment of Feed 
Planned by Purina 


At a meeting of sales representatives 
of Purina Mills held at the Berkshire 
hotel, Reading, Pa., arrangements were 
made for the assembly of what is 
claimed will be the largest shipment 
of feed ever made in the United States. 
The meeting was the result of plans 
made by H. H. Snyder, Reading dist- 
rict salesman for the Purina Mills. 

It is of importance to farmers in this 
section of Pennsylvania because the 
trainload shipment of 65,000 bags of Pu- 
rina feeds represents an investment of 
approximately $150,000 and is capable 
of creating cash crops aggregating more 
than $342,796. 

These figures are based on national 
survey figures obtained by checking pro- 
duction records on more than 500,000 
cows and 3,000,000 chickens. 

Feed prices are lower than they have 
been in seven years, while the prices 
for milk, butter and eggs, which the 
feed produces, has not materially de- 
clined, the Purina representatives de- 
clared. This shipment, which it is 
claimed will be a world’s record, will 
be given national publicity. 


S. A. BEMANT, Mason, Mich., has 
rebuilt his feed mill which was partially 
destroyed by fire several months ago. 


HARLAND FLOUR & FEED CO. 
store at Aitken, Minn., suffered loss to- 
taling $20,000 in a recent fire. 


BANNER GRAIN CO. 


MINNEAPOLIS, MINN. 


Milling Wheat 
All Proteins and Glutens 


Corn, Oats and Rye for 
Milling and Feed 


TRADE REGISTERED 


BADGER BRAND 


Selected Seeds 
and Seed Corn 


L.Teweles Seed Co. 
Milwaukee, Wisconsin 


MYLES 
LOUISIANA SALT 


*“Nature’s Purest’’ 


Here is an economical 


salt, because its strength 


and purity make possible 
the use of less Myles Salt 
than any other salt to do 
a given job. It contains 
no moisture when packed 
and is guaranteed not to 
harden. Farmers like 
Myles Salt because of its 
even-running grain and 
general all around use on 
the farm. 


Packed in MylesHome- 
spun Grey or White Bags. 


Write for Prices and Samples 


Myles Salt Co., Ltd. 


Chicago Sales Representative 
360 NO. MICHIGAN AVE., CHICAGO, ILL. 
Telephone State 6276 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


is reasonably priced. 


CAMEL Wheat Mixed Feed 


CAMEL Feed is equally well suited for either dairy cows, for hogs, 
or for poultry mashes. It is an ideal feed for a dealer to carry and 


ZEBRA 


“Grain Futures” 


Special Attention to Hedges 


Special Middlings 
ZEBRAS make a rich slop for little pigs. 
They are rich in quality and their low 
cost makes them increasingly popular with 
the trade. 


EXCELSIOR MILLING CO. 


GET PARKS’ DIRECT 
MILL CONTRACTS 


Anything in the Feed Line 


Millfeeds Screenings 

Powdered Skim Milk 
Dried Butter Milk Bone Meal 

Linseed Meal Coarse Grains 


J. P. PARKS, Broker 
Direct Manufacturers Representative 
400-401 New England Bidg. 
Kansas City, Mo. 

327 So. La Salle St., Chicago, Ill. 


SWEET DAIRY FEED 


16144% PROTEIN 
MANUFACTURED BY 


MINNESOTA FEED COMPANY 
MINNEAPOLIS, MINNESOTA 


Mixed Cars a Specialty—We Handle All Kinds of Mill Feeds 
Shippers of Corn and Oats—Write for Samples and Prices 
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THE 


New Dynamic Feed Mixer 


“Eureka”, of course! 
The mystery machine 


about which you have 
heard so much. 


At last a real 
Molasses Feed 
Mixer 


It is described in our 115FB Catalog 


S. HOWES CO., INC., 
SILVER CREEK, N. Y. 


ANNOUNCING 


Takes Less Power — Heavier and Better 
Requires Minimum Space — Capacity to Suit THE 


NEW MONARCH 
COLD MOLASSES 
BLENDER 


A REAL MONEY MAKER 


An entirely new and improved design High Unit in a going mill proves it a superior 
Speed Ball Bearing Beater and Molasses Con- Machine to anything yet developed for sweet- 
trol unit for applying cold molasses to Mixed ening feeds. Made in two sizes, 5 ton and 
Feeds. 10 ton capacity per hour—which interests 
you. Complete details on request. 
| The Perfected Machine 
You Have Been Waiting For Sprout, Waldron & Co., Inc. 
You need not hesitatenow to buya cold molasses BOX 318» » » » » » » MUNCY, PA. 
Mixer to take advantage of present low prices ’ 
of molasses. Actual operation of the Monarch America's Leading Feed Mill Builders 
= | 
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Good Reasons 


Why Poultrymen Prefer 


varue 


EGG MASH 


lst—Based upon Natural Old No. 2 Yellow Corn. 
2nd—Mixed with Pure Mill Feeds (No Screenings). 
3rd—Fortified with vitamin tested Cod Liver Oil. 
4th—Reinforced with vitamin tested Cod Liver Meal. 
5th—Charged with a good percentage of Dried Buttermilk. 


Combined these five reasons make True Value Egg Mash distinctive among all mashes. 
They also make it distinctive as a profit maker for the feeder. 


(No substitute). 


whether it is fed in the winter 
or summer, in cloudy or clear 
weather, when the flock is on 
range or closely confined it will 
keep the hens healthy and make 
them lay their full quota of eggs. 
Eggs are in the feed. Choose 
wisely. 


Mr. Dealer! 


Let us send you complete infor- 
mation about True Value Mashes 
showing how our dealers are 
-building additional business 
daily. A post card will do it. 


MANUFACTURED BY 


VITALITY MILLS, Inc. 


2020. BOARD OF TRADE BUILDING 


CHICAGO, ILL. 
SUCCESSORS TO FEED DEPARTMENT OF 


Ladish Milling Co. 


MILWAUKEE, WIS. 


Eggs Are In The Feed. Choose Wisely. 


= | 
ADISH MILLING 
| 
; EGG MASH Every Month in the Y : 
| ver ontn in the Year. 
i 


BREAKS ANOTHER 
WISCONSIN 


With the cooperation of the entire or- 
ganization—millers, executives, salesmen 
and dealers—King Midas established an- 
other flour sales record in 1930. Deliveries 
were larger than during any previous year 
in the mill’s history and we want to thank 
our dealers for their part in making this 
record possible. Experience has proved 
that King Midas popularity, growing from 
day to day, is a big factor in helping King 
Midas dealers get a full share of the in- 
creased family distribution. It’s easy to 
sell King Midas flour—for King Midas 
quality pleases the housewife and King 
Midas policy protects the dealer. 


KING MIDAS MILL CO. 


MINNEAPOLIS 


THE:HIGHEST PRICED FLOUR IN AMERICA AND WORTH ALL IT COSTS 
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